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IN othing Can Compete With Service 


Address of Anthony H. Geuting, President, Delivered to the 
National Shoe Retailers Association at Chicago, at-the 
17th Annual Convention, January 9th, 1928 


HILE 1928 will be a pros- 
perous year for business in 
i general, it is necessary for 
me to point out that it won’t be pros- 
}perous for you unless you pledge 
> here and now to mend your ways as 
It is need- 
less for me to remind you that the 
shoe retailers of the United States 
not prosperous. A financial 
)statement shows that somehow or 
other you never do get prosperity 
even though general business is 
prosperous. Nineteen hundred and 
twenty-seven was a tough year for 
© you all and yet general business was 
counted good; not quite as good as 
7} 1926, but nevertheless good; but 
somehow or other the retailers, due 
»to wrong thinking, insist upon do- 
ing things that show a bad net re- 
sult. We do not seem to be capable 
=of matching the general business 
success of our country. 
We have not yet learned to mind 
our own business. We are too much 
worried about the other fellow. We 
are thinking too much of past condi- 
tions, of past practices. We have 
Snot learned what the possible mark- 
down might be on a given purchase 
in order to get the proper markup 
@for the style gamble that we are 
taking. We must cease warring 
upon our neighbors, learn not to 
ompete on a price basis for volume, 
but secure your volume on a service 
and a clever merchandising basis. 
As the old farmer used to say, 


“There are many ways of skinning a 
calf,” and the price appeal is only 
one of the many ways, and my ex- 
perience is that the sharp shooting 
customer who sees only price is 
never your customer. Whenever 
somebody beats you to it, she leaves 
you. You are building on sand when 
you build that kind of business. It 
may be all right for certain kinds 
of stores to play that game, but the 
real shoe merchant should know 
better. 

I ask those of you who are mer- 
chants to open your eyes to a great 
panorama of profitable business, 
upon a better and newer and more 
profitable basis, a presentation of 
your merchandise on an entirely dif- 
ferent footing. It does not argue 
price, but demands service, better 
and better fitting shoes, better and 
better clerks. 

In order to establish this new 





thought, this more prosperous shoe 
business, let us organize and spend 
the necessary money in a great na- 
tionwide campaign of advertising to 
elevate our craft, to put pride in it 
through telling all America that we 
are not mere money mongers, but 
men desirous of making shoes and 
leather more beautiful more com- 
fortable for Mr. and Mrs. America. 

I call upon the members of this 
association singly and severally to 
get back of our four million dollar 
advertising drive. I call upon the 
tanner, the manufacturer, the travel- 
ing man and the trade papers to 
unite in one great effort as one unit 
to drive our message hone to every 
man, woman and child for more 
beautiful shoes, for better fitting 
shoes, for a desire to have shoes for 
every occasion. 

I am convinced through my own 
twenty-five years of persistent and 
continuous advertising in the devel- 
opment of my own business, that this 
will be the greatest single thing that 
our trade can do to elevate it to its 
proper niche as a key industry do- 
ing a three billion dollar business. 
Today we are not prosperous. This 
advertising campaign will lift us out 
of the rut. This campaign will put 
over the great fundamental truths 
concerning our industry, the brains 
back of it, the money it represents, 
the pride in its craftsmanship, the 
will to serve. It will change our 
method of thinking. 
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It will tell of the many things that 
go into a pair of shoes before true 
comfort and true: style are given to 
the ultimate consumer. It will 
awaken a sense of pride in the ap- 
pearance of the feet, it will make the 
buying public keenly aware of the 
~wonders that exist in the shoe pro- 
ducing world. It will make them 
more appreciative of good footwear 
and it will instruct them in the im- 
portance of proper shoes to good 
health, proper dress, mental com- 
fort, bodily poise, grace, beauty and 
happiness, 


OW I hear a great deal about 

chain store competition. I was 
asked recently the question, “Has 
the shoe store of the past a place in 
modern distribution?” I shall try to 
answer this for you as I see it. The 
masterpiece among retail shoe estab- 
lishments is the individual store 
that maintains quality, fits shoes in 
a craftsmanlike way, that is organ- 
ized for service. Nothing can com- 
pete with service except service, not 
even price. When you meet compe- 
tition in service, you meet real com- 
petition and fair competition. A real 
merchant provides service. Those 
who do not are not merchants, they 
have no right to be called so, and 
never survive. 

Now let me give you the statistics 
on chain stores extending over three 
years, showing their tendency to 
grow or to lose ground. 

Increase in number of 5-cent and 
10-cent stores, 20 per cent; increase 
sales volume, 40 per cent. Their 
volume of business is increasing 
more rapidly than their number of 
stores. 

Increase in grocery stores, 60 per 
cent; increase of sales volume, 60 
per cent; their volume per store is 
steady. 

Now—listen to this: 

Increase in chain shoe stores, 60 
per cent; increase of sales volume, 
20 per cent; VOLUME PER SHOE 
STORE IS FALLING OFF. 

Chain store competition can be 
met because, after all, a chain store 
is a machine-like, mathematical af- 
fair. It bears the same relation to 
a service store as the nickel-in-the- 
slot machine does to the customary 
method of distribution. It is op- 
posed to the individual store with 
warm and hospitable service which 
is demanded by the greater part of 
the consuming public. 

The chain stores as they are or- 
ganized today may be likened, I say, 
to automatons. Many of you know 
of the rank failure involving hun- 
dreds of thousands of dollars that 
followed the invention of a news- 
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paper vending machine some years 
ago. 

They put these slot machines 
around the streets and waited for 
business—but it never came. 

The newsboys, smart little mer- 
chants that they are, would invade 
the territory of their sinister but 
inanimate competitors, and give ser- 
vice. A buyer could have the par- 
ticular paper he wanted. He could 
have the particular edition he 
wanted. The newsboy could “make 
change”; the slot machine couldn’t. 

The newsboys knew that people 
preferred to do business where they 
could get service, and so the slot ma- 
chine went down, as it deserved to do. 

On a mathematical basis, the 
chain store can sell a little cheaper, 
but the public is coming to realize 
that the saving on a shoe that crip- 
ples the foot is not real compensa- 
tion. 

The chain store as it is conducted 
today will not work out in the long 
run. Professor Seligman of the Co- 
lumbia University brings out in his 
recent book that chain stores will 
have to change their tactics within 
the next few years because they have 
captured as much of the cash people 
as possible and will have to enter 
the credit field. 


HEN the next step usually re- 

sults in adding additional lines of 
merchandise and finally the chain 
store, if it does not die, will grow to 
be a regular store and, if properly 
conducted, will join the family of ser- 
vice shoe stores, and the moment 
they become a shoe store that gives 
service they enter the fold of the old- 
fashioned masterpiece and, having 
become a service store, you need not 
fear their competition, because they 
cannot give service and undersell 
you. In the meantime you can, of 
course, group and buy your shoes in 
mass as they do and beat them at 
their own game, for by this method 
you can kill both birds with one 
stone. 

The chain store is meeting violent 
competition today, and in our partic- 
ular line has reached the absorption 
point under its present method of 
operating. If it is to continue te 
grow and prosper, it will have to 
offer inducement such as credit and 
delivery and some similarity of in- 
dividual service. 

The chain store is really a proof 
of what we long ago found out about 
the sample shoe store; it had its run, 
so did the second-story store, the 
house-to-house shoe salesman and 
many other methods that were con- 
sidered panaceas to produce cheaper 
distribution. 
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You know we have in life today 
jazz architecture and jazz music, but 
these do not possess the durability 
of our classical masterpieces. 

The real shoe store is still the mas- 
terpiece of retail distribution. 

The public of the United States is 
demanding more service every day; 
it is not interested alone in the eco- 
nomic side of retailing; people have 
not as yet forsaken their joy of iife. 

The psychology of the entire shoe 
trade has been wrong. 

“As he thinketh in his heart, go 
is he.” 


O man goes against his inner 

thoughts. He may talk, but he 
carries out his business on the hasis 
of his thinking. If his thinking jg 
wrong, so will his work be wrong. 
We are too much prone to think of 
volume. We are always afraid that 
somebody else is going to get our 


customer. We make our appeal 
based too much upon price. The en- 
tire industry is wrong in. this 


method. The new method is better | 
cus- | 


merchandising. Suppose _ the 
tomer knew that you were lying 
awake at night thinking how to de- 
preciate the shoe to get the price 
down. Would this customer patron- 
ize you? She would not. She wants 
quality. She wants the best that the 
world has to give her in each differ- 
ent line, at the lowest possible cost, 
of course, but not at a price that 
spells ruin to the merchant or the 
shoe service or destroys the shoe’s 
value. 

The essence of our proposition is 
this: The tanner, the manufacturer, 
the retailer, the entire allied indus- 
try is each an integral part of one 
great unit, the shoe industry. It is 
our business and our duty to supply 
the American public with the best 
service in the world. 

Just as the United States is the 
strongest nation, we should be the 
greatest shoe distribution agency in 
the world. Let me appeal to the 
enterprise that brought you here. 
Let me appeal to the love of your 
business. Let me appeal to the love 
of your boy, your family, to look 
forward, to look upward. Cease 
thinking of the past. 

You are stepping on the threshold 
of a new year full of promise for 
you, if you will serve faithfully on 
a profitable basis. The America? 
people dislike failure, they want you 
to be successful, and you can count 
upon them to commend and support 
you in prosperity and to praise your 
success. They know instinctively 
that a business that is not prosper 
ous is not progressive and cannot 
serve. 
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HAIL THE CHIEF 


"[‘HE shoe merchants of America, banded together in the 

National Shoe Retailers Association, again have selected 
that Sterling Leader and Prince of Good Fellows, Anthony 
H. Geuting, to head their organization for another year. The 
whole shoe trade of America salutes the Chief. 
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Photo by Blank-Stoller, Inc. 
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Getting More Shoes Sold Righi 





The Editor Speaks 


One of the first talks before the National Shoe 
Retailers’ Convention sounds a new note of opti- 
mism for the shoe industry—it was our Editor’s 
address, and significantly a key-note for a new 
and better year. 


From the convention floor in Chicago— 


HICAGO is demonstrating that you can do 
things, you can get merchants together, get 
them into a meeting of this sort for a length of 
time to listen. In the midst of jazz—a new note, 
“T want to know,” has been sounded. This is very 
refreshing, to see a gathering of this sort. I have 
been to sixteen, perhaps seventeen, of the National 
conventions. In the good old days Andy McGowin 
had a way of holding his audiences. They seemed 
to. stay in the room and listen to what was said. 
I marveled sometimes why they stayed in those 
meetings, when you consider how limited the prob- 
lems of the shoe business were. They talked about 
standard cartons, and every single year we had 
that same thing repeated. When I look over those 
seventeen years I see that progress has been made. 
Some years we seemed to fall down, on this Associ- 
ation business, by making the meetings themselves 
just a passing thing. To me it is indeed refresh- 
ing to see that recoil, that return of attention, and 
I tell you there is an obligation on the part of the 
officers of the Association today to give to these 
merchants some tangible things to take back to 
their home towns and to their businesses. 
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The merchant today wants practical tools and 
beautiful things. He is receptive to them. He 
wants to see with his eyes and hear with his 
ears. He feels that the shoe business is an inti- 
mate business, it is a national family business. A 
man in Los Angeles seems to have something in 
common with the man in Boston. Both are selling 
an article that no longer is a standard article of 
utility. It is an article of style. Let us, there. 
fore, take an idea of a man in Los Angeles and mul- 
tiply it by thousands of men hearing that idea. This 
carries it all over this country and makes it opera- 
tive as a beneficial thing in creating wealth. 

The fundamental thing we have got to watch in 
this coming year is how each and every one of us 
can create wealth for ourselves, but incidentally 
create pleasure for the customer, thereby creating 
better and bigger business. 

Our field editor covers the entire country, 
and he does a good job of going from one man’s 
store to another. He multiplies ideas in a very 
remarkable way. He takes the ideas from one 
store and applies them directly to the problems of 
another man and that is really the function of the 
business papers, to take an idea, multiply it, and 
by that multiplication of the idea make possible 
profit for thousands of people. Our field editor 
says “the shoe stores of this country, too many 
of them, look like early Grover Cleveland.” They 
have not kept up to the merchandise. Merchandise 
today is 1928 merchandise. Too many stores are 
1892 stores. He said the new development wil! be 
the grading up of these stores to the merchan- 
dise, and with that grading up the quae of 
the store. 

That does not mean a a investment 
of money in beautiful fixtures and that sort of 
thing. Today with the most minor costs and plenty 
of thought, some of the most beautiful effects are 
obtained. A man with a jig-saw can make window 
displays today that are beautiful. I can show you 
some stores where they still use tissue paper in 
their window as embroidery for beautiful shoes. 
We have got to have show windows today that are 
the image of the new merchant’s mind, directing 
toward the customer’s mind a thought. “Come 
into my store, buy merchandise in a place that 
looks like my merchandise.” 

I went last week to a meeting of the editors of 
all the business papers in this country. They met 
in New York City, and we talked ramblingly. as 
people do, on many things. I put one question 
to the bunch. I said, “In 1928, as far as the shoe 
business is concerned, I cannot see any great bu ze. 
Show me an industry that has got a bulge. ‘he 
normal rate of progress, the normal increase of 
population, and all that, will bring certain pros- 
perity to certain people. But show me some 'n- 
dustry that has got a bulge.” 
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A fellow in the paint game said, “I see a very 
significant thing developing in the South. They are 
calling for paint. A man puts a daub of paint on 
the back porch; that means his wife is going to look 
at that back porch, and it is going to look so at- 
tractive she will say, ‘Let’s. do the whole house.’ 
They start shingling the roof; the first thing you 
know they have replaced their old furniture, they 
have refurnished the house; they have changed 
their clothes; they have graded up all over their 
house, they have toned up their environment, be- 
cause today the garages and what’s in ’em are a 
darned sight more handsome than the houses and 
the equipment inside.” 

I tell you, it would do you all a world of good 
to go down and see the Furniture Mart in Chi- 
cago. The furniture man hopes to retire, in most 
everybody’s home, all of the furniture that is of 
the vintage previous to 1925. They say, “Throw 
al! that stuff out. Get 
new stuff.” America = 
demands new things, 
new thrills, new tools, 
new things to use. If 





The ‘Reason Why 
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body. We have got to look for those things this 
coming year. How can we each create more 
wealth? Pick a good idea in the Association and in 
your business paper and multiply it by thousands, 
so that it helps create wealth for thousands. I 
get a tremendous kick out of watching the prog- 
ress of merchant events, and this recoil we got 
today ; seeing these merchants stick here for hours 
to listen in on ideas helpful to their businesses is 
the best augury of the coming year’s opportunity. 


Work and Some Fun 


YOUNG fellow started a shoe store in a 
A small city. He did well from the begin- 
ning, but was bitten by the “country club bug.” 
Some one told him he ought to join up and mingle 
with the “best people.” It would be a fine thing for 
business, he was per- 
suaded, and would bring 
a lot of trade to him. 
Well, he joined up all 
right. And his business 
suffered. He acquired 
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the South is getting 
more money to go for- 
ward in beautification 
of life and living, there 
are other parts of the 
country that need that 
same development for- 
ward. We have got 
plenty of money in this 
country, and we are be- 
ginning to use money 
intelligently. Money is 
a vehicle to make a bet- 
ter standard of living. 
I am all done with that 
theory that a living 
wage is the proper 
wage. I have seen in 
Europe people work for 
fourteen days to buy 
the equivalent of a pair 
of shoes. I hope to see 
the day when in Amer- 
ica-you can almost buy 
the equipment of shoes 
presented here to the 
Mayor, or one pair of 
shoes per person in the 
family, for a_ single 
day’s wage. 

When you get such a 
development, you have 
created a pyramid of 
wealth that makes op- 
portunity for every- 


THE HYATT SHOE CO., INC. 
Lake Charles, La. 


We are using this method to let you know how 
much we appreciate the Boot AND SHOE RECORDER. 
We almost devour every issue and the information 


we gather from it is very beneficial to us. It helps 
us in our buying; it helps us in our merchandising, 
window trims and advertising. 

We feel that we would not like to try to conduct 
a shoe business this far from the market without this 
help and information. 

With kindest personal regards and best wishes, we 


are 
Yours very truly, 








HYATT SHOE CO., INC. 
By (Signed) L. M. Hyatt. 
* * 

It is sometimes difficult for a manufacturer situ- 
ated in a great shoe producing center to visualize 
the important part the Boot AND SHOE RECORDER 
plays with the retail merchant “far removed from 


the market.” 

There are thousands of good shoe merchants 
situated, as is Mr. Hyatt, far from their sources of 
supply. 

To such merchants the Recorver brings each 
week a great style, idea and news service that is 
both authentic and practical. 
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some expensive habits 
along with his member- 
ship. He bought a 
sporty new car among 
other things. He would 
run out to the club to 
“play a round” right in 
the middle of his busi- 
est hours. He got him- 
self involved in tourna- 
ments and won some 
handsome little tin 
cups. But his shoe busi- 
ness failed from lack 
of personal attention. 

Now, a man must 
have some recreation. 
He cannot stand the 
grind of business unless 
he relaxes once in a 
while. But he should 
not permit his recrea- 
tion to compete with 
his. business. 

There is a sermon in 
those few words. Hard 
work and application to 
the business in hand 
never caused a failure 
yet. There isn’t any sub- 
stitute for work. It is 
the only means through 
which progress can be 
made. 
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A New Hunger for Information 


Tremendous Interest in Shoes, Prices and Merchandising 


at N. S. R. A. Convention 


shoe men, in the first session 
of the National Shoe Retailers Asso- 
ciation indicates a new life to the 
almost forgotten habit of “listening 
to learn.” In the Stevens Hotel to 
over four hundred men, Anthony H. 
Geuting opened the Seventeenth 
Annual convention. The first speak- 
er was “Big Bill” Thompson, Mayor 
of Chicago. In facetious manner he 
was introduced by a trick telegram 
reading: 

“Rumor has it that Mayor Thomp- 
son refuses to speak before Shoe 
Retailers because they won’t stop 
selling English lasts.” Thus was 
signed by a West Virginia retailer. 

Responding to this introduction, 
Mayor Thompson said, “I have had 
many things to live down in my 
rather turbulent political career, but 
I did not know I would have to live 
down an English last until today. 

“As our great country moves on, 
competition between men in the same 
line of business, and individual con- 
tests, as it were, are swept aside, and 
they -all join hands together for the 
good of all, or for the good of the 
trade in which each individual pros- 
pers more greatly than before they 
have had associations such as yours. 

“While the English last question 
has been brought up, and having an 
opportunity to square myself pos- 
sibly with business men from all over 
the country, I would like to record 
this fact, if it is not out of order: 
About all that there is to this new 
International War is that the Mayor 
of Chicago considered it his duty to 
stop in the Board of Education and 


CONVENTION hall, literally 
A packed with merchants and 











N. S. R. A. Official Family 
for 1928 
Here are the officers of the 


N. S. R. A. for the year 1928, 
as selected at the Chicago con- 


vention: 
President—A. H. Geuting, 
Philadelphia. 
Vice-Presidents—Irving B. 
Howe, Boston, Mass.; L. F. 
Tuffly, Houston, Tex.; Jesse 


Adler, New York; and J. C. 
Fedler, Louisville, Ky. 

New Directors for Three 
Years—Harry F. Fontius, Den- 
ver, Colo.; F. E. Foster, Chi- 
cago; R. E. Sager, Green Bay, 
Wis.; W. E. Shine, Birming- 
ham, Ala.; L. F. Tuffly, Hous- 
ton, Tex.; R. B. Nay, Wheeling, 
W. Va.; A. B. Young, Los An- 
geles, Cal.; Harry Gibson, San 
Francisco, Cal.; E. N. Park, 
Syracuse, N. Y. 

The nominating committee 
consisted of H. C. McLaughlin, 
chairman; Arthur E. Ebbs, 
George M. Garman, W. E. 
Shine, Max C. Streicher, D. 
F. Sullivan and F. L. Tuffly. 











through the seventeen thousand 
teachers through their Superinten- 
dent, teaching to Chicago’s five hun- 
dred and fifty thousand school chil- 
dren that George Washington was a 
rebel and a traitor. We do not be- 
lieve that in Chicago, and we are not 
going to have that taught, and we 
regret that so many people are dis- 
turbed because I have stopped it.” 

At the close of Mayor Thompson’s 
address he was presented with a 
complete shoe wardrobe by the asso- 
ciation, Jesse Adler, the men’s shoe 
retailer, of New York, making the 
presentation. He said: 

“Big Bill is the first man in the 
entire United States, an outstand- 
ing figure in public life, to receive 
from the hands of the shoe retailers 
of the United States the first shoe 
wardrobe. 

“We first give you a pair of house 
slippers, for use when you arise in 
the morning. Next we have a pair 
of tan shoes for morning wear. Then 


we have the wing-tipped, heavy sol 
shoe which you can use when you gi 
outdoors in the heavier weather. 
When it is stormy, we have a pai’ 
of high cut leather lined shoes tc 
protect you from all the elements 
For indoors, the afternoon, a lighter 
pair of tans on a French Last. | 
will explain that this French Last 
is what is commonly known as the 
square toe last. They are truly 
American, and we want to give one 
of America’s outstanding figures in 
public life nothing but American 
Style and American Footwear. 

“For afternoon wear we have the 
heavy brogue Scotch grain shoe. 
Then we have the black shoe for 
afternoon wear, indoors, and the 
evening black shoe for informal 
wear. Then we have for your danc- 
ing hours, and when you put on your 
evening clothes, a pair of plain toe 
patent leather shoes. Then when 
playing golf, we present these golf 
shoes, and for sport wear for down 
South, if you should go, or during 
the summer days here, we have these 
sport shoes. 

“That completes the entire ward- 
robe of the well dressed man, and I 
hope you will wear them in health 
and happiness, and continue to be 
the outstanding public figure that 
you have been in the past.” 

Frank W. Winans, vice-president 
of the Chicago Association of Com- 
merce, extended the welcome of that 
organization to the visiting shoe men. 

The first address, bearing directly 
on merchandising problems was 
given by D. F. Kelly, president and 
general manager of The Fair, 
Chicago department store. 

He said in part: 

“The day has passed when any 
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man or organization can exist in 
industry without exchanging in- 
formation with his fellow craftsmen. 

“We have been informed that shoe 
manufacturing facilities are double 
the consumptive capacity of the pub- 
lic, and that there are twice as many 
retail stores as are needed. The 
natural tendency of aggressive manu- 
facturers is to expand facilities; the 
desire of retailers is to make new 
sales records. This condition can 
have only one result, namely, the 
survival of the fittest—the most ably 
managed factories and stores will 
survive. With manufacturers it will 
be those who possess the ability to 
discern the needs of a discriminat- 
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ing public; to produce merchandise 
to please two classes of patrons, and 
there are two at the present time. 
There is the one class able to pur- 
chase shoes for every social and busi- 
ness need of the day, covering a wide 
diversity of styles—shoes to match a 
particular ensemble, hat, gown, 
gloves, etc. 

“In the wardrobe of every patron 
of this class will be found several 
pairs of the most fashionable shoe 
made, covering every moment of the 
day from boudoir, house, street, 
afternoon, dansant, to evening wear. 
The other class consists of the great 
multitude of women who must live 
within the limitations of a fixed in- 
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come or budget. It is with the latter 
class that large merchants are chiefly 
concerned, and it is these women who 
are giving serious consideration to 
all that pertains to their purchases. 
“If you do not wish to handle 
nationally advertised lines, coin your 
own names and advertise them judi- 
ciously until your patrons are sold 
on your goods. You will find them 
coming back to you constantly if 
they, by experience, have found that 
the goods are all that they could 
wish for. You will thus be able to 
reduce the number of styles and sizes 
you carry, and consequently reduce 
your investment, increase your turn- 
[CONTINUED ON PAGE 45] 


Adler ‘Takes ’Em Into Shoedom Come 


HE second day’s session was 
men’s shoes unanimously. 
Opened and directed by Jesse 
Adler and dominated by the address 
of Ernest Burrill, it came to a thrill- 
ing climax when Frank Ballou of 
Providence, R. I., rose from the con- 
vention fioor and called for everyone 
present to subscribe to the proposi- 
tion that had been presented. He 
said: “It seems to me as a small re- 
tailer from a small town in the big- 


gest little State in the Union, that 
there is no more potent thing for us 
to consider now than the four million 


dollar campaign. How many have 
subscribed to it? Are we a unit on 
this great program for the greatest 
business that interests us? Are we 
sold on the proposition now? And 
how can we sell to the trade and the 
consumers of shoes throughout this 
great broad land of ours unless we 
are sold absolutely ourselves? I have 
never seen such a definite program 
outlined by careful thought and con- 
centration for the common good of 
the whole fraternity.” 

After a show of hands, the mer- 
chants placed themselves on record 
as receptive of the four million dol- 
lar campaign idea and established 
positively an association policy for 
the completion of the financing and 
the starting of the actual advertising 
program. 

Mr. Adler, in opening the session 
on men’s shoes, started the ball roll- 
ing with one of his famous heart to 
heart talks, full of meat and thought. 
He said: 

“On every hand there are signs, 
omens and portents of men’s awaken- 
ing to the social importance of foot- 
wear. Men’s minds are gradually 
becoming more receptive to the fact 
that good looking shoes are an asset. 


“It is high time for shoe retailers 
to rouse themselves from their Rip 
Van Winkle slumbers. 

“Are we going to let men continue 
to believe that they need a variety of 
every cther article of apparel and 
let them keep on buying just one pair 
of shoes at a time? Or are we going 





“Big Bill!’ Thompson Gets 
Complete Shoe Wardrobe 


Mayor William H. Thomp- 
son of Chicago, after his words 
of welcome to the National 
Shoe Retailers’ Association at 
the convention, was presented 
with a complete shoe wardrobe, 
Jesse Adler of New York mak- 
ing the presentation in person 
and explaining to His Honor 
the definite function of each 
shoe and the occasion for 
which it is to be worn. 

The wardrobe consisted of a 
pair of house slippers, a pair 
of tan shoes regulation tipped 
and another pair of tans with 
wing tips for morning wear, a 
pair of high cut leather lined 
shoes for stormy weather, a 
lighter pair of tans for indoor 
wear (these on a French last), 
a pair of heavy tan Scotch 
grain shoes for outdoor after- 
noon wear and a pair of blacks 
for afternoon wear, a pair of 
plain black oxfords for in- 
formal dress wear and a pair of 
patent leather evening oxfords 
for formal dress wear. A golf 
shoe and a sports shoe for 
Southern or summer wear com- 
pleted the wardrobe. 











to change over to selling men the idea 
that they need a shoe wardrobe? 
Most men are just waiting to be told 
the right thing to wear and they 
will wear it. It is purely a matter 
of education. There are a hundred 
possible arguments for advancing 
shoe sales to the point where men 
will acquire the habit of buying more 
than one pair of shoes at a time. 

“Let your shoe salesmen be as up 
to date as a style chart. Let them 
learn what kind of clothing is being 
worn each season. Let them know 
something about prevailing colors. 
In short, train your salesmen to be 
not only shoe fitters but style ex- 
perts as well. 

“There are an infinite number of 
ways in which shoe salesmen can 
suggest—very subtly—that a man 
consider buying more than one pair 
of shoes at a time. After all, when 
a customer is seated before a shoe 
salesman, it establishes the point of 
contact where the selling is actually 
effected. Suggestions and intelligent 
arguments count far more at this 
crucial point of contact than they do 
when used in any other way or form. 
A skillfully directed question, by a 
salesman, may bring forth the in- 
formation from the customer that 
he has a rough tweed suit besides the 
worsted suit he may be wearing. 
That’s the moment for the salesman 
to suggest that Scotch grain or 
heavy brogues are just made for 
tweed suits. 

“Tf a customer states that he wants 
a very heavy pair of shoes because 
he does a lot of walking, then it’s the 
time for the salesman to comment 
on the need of a lighter, dressier pair 
of shoes for other occasions. If a 
salesman is selling a pair of tan shoes 
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Jesse Adler, pre- 
mier exponent of 
“Shoe appeal,” 
shows Miss Chi- 
cago the “biggest 
bet” of the conven- 
tion. 

















A couple of the Style 
Show Beauties Help 
“Big Bill’ Thompson, 
Chicago’s Mayor, try one 
of the twelve pairs of the 
complete shoe wardrobe 
given him by the N. S. 
R. A. 





for everyday wear—let him assume | 


that his customer wants a pair of 
black shoes for night or Sunday 
wear, and suggest them. 

“When a customer remarks that 
his feet perspire freely—let the sales- 
man come back with the argument 
that the man’s feet would be far more 
comfortable and his shoes last much 
longer if he would buy two pairs of 
shoes and change them daily. 

“There are seasons when reddish 
brown color suits are high in favor. 
Show your newest shades of “Tans” 
as the latest thing for these suits— 
even if you’re only guessing that the 
customer has one. 

“When a man shows a decided 
taste for brogues and selects a heavy 
pair for rough weather, show him 
the lighter, more refined types of 
brogues for fair weather. And so on. 

“A little more intelligent and in- 
tense salesmanship works wonders. 
It has worked wonders in other in- 
dustries. And it can work wonders 
in the men’s shoe retailing industry. 
If a manufacturer of a certain amber 
colored fluid can increase his sales by 
selling the idea of “sweet breath” to 
millions—then the right sort of sales- 
manship will and can sell more shoes. 
If automobile makers can increase 
the sale of motor cars by selling the 
idea of style and color, then again, 
the right sort of salesmanship will 
sell more shoes.” 

Group meetings were later held 
upon orthopedic shoes, style, color 
and merchandising. 
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) without being paid for in cash. 
> every community today we have 
| what are known as credit bureaus, 
| where we can get information on 
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+ 
Color Card _ Association, 


New York, and “Showing Shoes,” by 
Madame Hamilton Jeffries of Bos- 
ton, were two of the most important 
addresses of the convention and will 
appear at length in early issues. 

F. J. Nichols, the final speaker of 
the convention, drove home some 
bare facts and truths to the retail 
merchants. 

“There is no magic in business,” 
he asserted. “It is plain mathe- 
matics, and unless you can make a 
profit on each individual ‘buy,’ you 
are going to lose money on the whole 
deal. 

“Put a different price on differ- 
ent styles that will give you a profit. 
Forget the price appeal. You have 
been selling price to the people of 
America for the last ten years. 
Time was when it was a good talk- 
ing point, but it is worn out. To- 
day it is obsolete. With the excep- 
tion of about 5 per cent of the popu- 
lation of America we can all buy 


4 anything we want. 


“We have got the money to pay 
for it. We give credit, if we want 
to compete with the department 
stores. Yet many stores have no fa- 
cilities for taking care of a credit 
business, although 15 per cent of all 
retail business is being carried on 
In 


almost everybody in town. If you 
are in a small town that does not 
have a credit bureau, use the credit 
bureau of the neighboring large city. 
Some of these bureaus are reaching 
out 250 miles, so you do not need to 
worry about information. 

“Your competitor is not the other 
shoe man who is selling shoes. In 
Denver you will find that the ex- 
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Who Are Your Competitors? 


OLOR,” by Mrs. Margaret 
Hayden Rorke of the Textile 


clusive shoe stores are selling only 
47 per cent of the shoes that are sold 
in the community. The department 
stores are selling 40 per cent, the 
men’s clothing stores 5 per cent, the 
dry goods stores 7 per cent and the 
women’s clothing stores 3 per 
cent. You think these other 
stores are your competi- 
tors. They are not. 
Your competitors to- 
day are the motion 
picture houses, the 
automobile dealers, the 
real estate people and everybody else 
in the community that has his hands 
out for part of the public’s dollar. 

“In Atlanta we find that the shoe 
people get only 2 per cent of the 
total retail business; in Denver, 1.7 
per cent. and in Syracuse, 244 per 
cent, whereas the five-and-ten-cent 
stores are running them very close 
seconds.” 

Mr. Nichols, a merchandising ex- 
pert, urged upon the retailers a 
policy of spending at least 3 per 
cent of their net sales for advertis- 
ing. He also favored the men’s shoe 
advertising campaign. 


A New Hunger 


RECORDER 


MoD ENE 













EFORE an assemblage of nine 

hundred people of the shoe in- 
dustry, E. E. Brown, presiderit of 
the First National Bank of Chicago, 
painted a glowing picture of pros- 
perous business during 1928, at the 
joint banquet of the National Shoe 
Retailers and Travelers held 
Wednesday evening in the ballroom 
of the Stevens Hotel. 

Sir James Alexander, proprietor of 
the Argyle Shoe Stores, Glasgow, 
Scotland, gave an inspirational ad- 
dress which had high spots of humor 
throughout. 


for Information 


[CONTINUED FROM PAGE 43] 


over, and if you have marked your 
goods at a fair profit you will make 
more money. 

“A shrewd merchant told me quite 
recently that he would take 25 per 
cent of his advertising expenditure 
and pay it to his sales people, pro- 
vided he could retain his sales 
volume. We all believe that we would 
rather have ten thoroughly compe- 
tent salespeople to whom we pay the 
highest possible wage rather than 
fifteen of mediocre talent receiving 
an average salary. 

“The character of a store’s man- 
agement is reflected in its personnel 
—show me a business that is man- 
aged by big broad-minded, thorough- 
ly competent men with a civic out- 
look, a desire to live and let live, 
a willingness to help their fellow 
merchants and employees, and I will 
show you a store in which the best 
salespeople are to be found. Such 
stores are always successful. There 
are many in America, but we need 
more of them.” 

J. P. Orr, past president of the 





N. S. R. A. took the chair and pre- 
sided in place of Anthony H. Geuting 
and spoke of the style show and its 
picture of fashion in 1928. The next 
speaker was Arthur D. Anderson, 
editor of the Boor AND SHOE RE 
CORDER. Then followed President 
Geuting’s annual report (published 
elsewhere in this issue), the meeting 
broke up and scattered into the 
eleven little conventions on subjects 
of merchandising. 

These conference sessions, where 
experts presided and were on hand to 
give information to inquiring mer- 
chants were held on the third floor 
as follows: 

Orthopedic Footwear—Dr. Josep) 
Lelyveld, presiding, Room 8. 

Accounting—Gilbey & Penny staf? 
members presiding, Room 9. 

Style and Color—Mrs. Margaret 
Hayden Rorke and Madame Hamil- 
ton Jeffries presiding, Room 10. 

Advertising, Buying and Selling 
—Mark-Up, Turnover and $4,000,000 
Advertising Campaign—Ernest A. 
Burrill presiding, Room 11. 















OR the first two days of the 
Freerventon buying was light 

and confined mostly to novelty 
numbers to sweeten up present 
stocks, and was confined mainly to 
lower priced shoes. 

Wednesday morning a change of 
spirit was noted in buying of foot- 
wear for spring requirements. The 
announcement that several leather 
houses had withdrawn prices and a 
nationally known welting house had 
called off all future sales indicated 
a mild panic in the leather market, 
and thereupon stimulated the buying 
of shoes in all grades and qualities. 
The majority of manufacturers in- 
sisted upon a proportionate purchase 
of patent leather and base price 
shoes as preface to the purchase of 
more styleful numbers when it was 
learned that one house making qual- 
ity footwear had sold thousands of 
pairs and had suspended all orders 
requiring February and March de- 
livery. The hunger for new shoes 
spread over all of the hotels and 
sample rooms of Chicago. 

The careful survey of buying re- 
vealed the leadership of the beige 
family of colors with almost an 
equal number of black shoes. The 
surprise number of the whole mar- 
ket week was the interest in linen 
and fabric shoes.. A return of blond 
satin in simple effects is predicted. 
A feeling that white would stage a 
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Stiffening Prices Stimulate Sales 


Buying of Shoes at Convention Takes a S purt 
When Leather Prices Are Withdrawn 





A Quartette of Snappy Styles Shown at the Convention. 


revival was an almost unanimous 
opinion. 

Merchants wanted more light on 
prices and possible profits. 

The last-minute buying on Thurs- 
day indicates an extreme shortage 
of sole and upper stocks for men’s 
shoes. Fixed price stores face a 
real crisis. The withdrawal of 
quotations on leather by several tan- 
ners indicates that a _ speculative 
period is ahead. Women’s shoes are 
not so seriously affected, but prices 
are reaching upward. Boys’ and 
children’s shoes are in a _ serious 


way. 
Substitutions, particularly in 
soles, are coming strong. Fabric 


uppers in women’s shoes are only a 
style note, for kid leathers are not 
seriously affected because the sources 
of supply are constant. 

Prominent shoe merchants advise 
careful buying up to anticipated 
needs, but this is no time for specus 
lative shoe buying or ordering from 
two or more factories in the hope of 
getting a fair quantity. 


HOES up to ten dollars at retail 

were in fair demand. The upper 
grades were slow. A very unlooked- 
for development was the sale to 
chain stores of fixed selling price 
character. These operators almost 
willingly paid the higher prices, 
even though they knew their selling 





Most operators 
expect to increase quantity of sales 
to the public, hoping that increased 
volume will develop profit, rather 
than cheapen the shoes to get the 


ceiling was fixed. 


same profits per pair. This was the 
most significant feature of the week. 


OLORS' will develop _ slowly. 

Black suede and some patent 
with trimmings sold for February 
presentation to the public. Follow- 
ing along, March numbers were beige 
and soft pastel colorings in kid, calf 
and suede, with luster leather trim- 
mings. Fewer fancy leathers for 
these months, but watch April and 
May footwear selections in palest 
colors in all one tone shoes with vivid 
pipings. Then very strong yellows, 
greens and blues for sports wear, 
and an orgy of woven and basket 
weave colorings. The greatest san- 
dal year in history lies ahead. White 
is sweeping along, for it fits into 


prints, silks and sportswear. Black 
linens and fancy awning fabrics are 
May and June possibilities. There 
is much more confidence in early 


summer sandal types than in all e'se. 
Prices were accepted because ine\ 'ta- 
ble, but there was no stampede to 
buy because of ten cent advantaves. 
Shoes were selected with extreme 
care. Take a chance gave way) to 
definite surety of salability. 


January 14, 1928 

















of 

spir 
Chi 
Par 


to s 
beat 
Ame 
curt 
with 
terp 
ther 
help 
in sr 
then 















rators 

sales 
‘eased 
‘ather 
t the 
is the 
week, 


lowly. 
atent 
ruary 
llow- 
beige 
, calf 
trim- 
; for 
| and 
yalest 
vivid 
lows, 
wear, 
asket 
san- 
V hite 
into 
lack 
; are 
here 
arly 


January 14, 1928 


BOOT AND SHOE RECORDER 

















Prize Winners All—A Few of the Style Show Models 


A Daring Style Show 


HE most daring style show in 
the history of footwear run- 
ways was a two-night feature 
of the convention. Under the in- 
spiration of Julius Goldberg of O-G., 
Chicago, it was a bit of night life in 
Paris adapted in the modern manner 
to style presentation. In the most 
beautiful Louis XVI ballroom in 
America, under subdued lights, the 
curtains opened upon a boudoir scene 
with a green and gold bed as a cen- 
terpiece. French maids here and 
there, dressed in black satin and lace, 
helped mannikins in dishabille dress 
in smart evening frocks and now and 
then in afternoon or morning attire. 
After Impresario Goldberg had in- 
troduced the subject of style, the 
girls slowly garbed themselves and 
then sauntered down the runway, 
bowing one to another and to the 
audience. The constant music, the 
leisurely promenading of models and 
spotlights centering the eye on the 
hose and shoes, made the show the 
best of the century. 
Judges each night selected prize- 


winning shoes on the basis of gen- 
eral beauty. As a treat to the eye 
the show was superlatively complete. 
As a lesson on style it missed classi- 
fication, for all grades, materials, 
prices and types were run together. 
As one merchant put it, the span of 
value was not apparent to the eye, 
for cheap shoes met the eye with the 
highest value and the difference to 
the observer was certainly scant. 
Nevertheless, it was a great lesson 
in styling possibilities and gave 
many merchants ideas of the place 
of footwear in the new scheme of 
dress. 

The highlights of style were the 
predictions regarding the promi- 
nence of beige as an outstanding 
color for spring. The beige family 
and its variation to either slightly 
lighter or darker tones led the style 
procession. Some beautiful effects 
in combination types of suede and 
kid were distinctively smart. The 
majority of patterns ran to all-over 
kid with slight trimmings of har- 
monizing leathers. Plain shoes of 


exquisite simplicity re- 
vealed the highest achievement of 
the shoemaker’s ability in practi- 
cally all footwear. Patent Jeather 
in the runway presentations was 
sparse and did not faithfully reveal 
the popularity of this leather, as it 
was bought in the sample rooms of 
hundreds of manufacturers. This 
was deceptive in molding opinion as 
to outstanding materials for spring 
as viewed from the runway offering. 
Alert merchants have budgeted their 
buying with 40 to 50 per cent of 
black footwear. 

Patent shoes viewed on the run- 
way were daintily trimmed with 
materials that blended rather than 
clashed with the shoe. Trimmings 
were usually slender strips around 
the collar or center-side motifs of 
the most delicate kind. Occasion- 
ally a swirl on the vamp was used 
gracefully. 

Novelty materials were seen in 
heavy profusion, with no one type 
predominating, unless the Toya cloth 
and straw materials received a 


the most 
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Close to 1,000 shoe retailers and traveling men at the joint banquet, Wednesday, 
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slight advantage in the showing. 
There was a pronounced tendency 
by manufacturers to employ mate- 
rials other than leather in some 
patterns. Block printed linen was 
used ‘with fine taste on a number of 
patterns. Satins, in both black and 
blonde shades, were injected with 
beautiful shoemaking, divulging 
shoes that created merchant com- 
ment of the most favorable type. 
Piping on black satin shoes was 
either gold or silver and added im- 
measurable beauty to the pattern. 

A few gray, blue and orchid kid 
shoes were observed, but made no 
impression as a style trend, due to 
the few pairs displayed. Novelty 
leathers were often seen in beauti- 
ful shoes, but did not represent vol- 
ume footwear. 

In evening slippers, silver and 
gold kid, as well as brocades, carried 
off first honors. Velvet, for the most 
part black trimmed in silver, was 
prominent. Some red and orchid 
velvet was also pleasing. Silk kid in 
accepted colors shared in fair pro- 
portion to other materials in the 
evening slipper field. 

A reindeer skin pump, piped in 
silver, black antelope piped in gold, 
wine and white kid combination one- 
strap and a lemon kid one-strap were 
a few shoes that could be different. 
The vamps of many slippers were 
beaded. Sequins were profusely 
used. Braided sandal effects were 
seen often and are predicted for an- 
other season of good demand. 

In patterns, straps appeared to be 
at least 90 per cent of the shoes 
shown. One-straps led all other 
types, with clever arrangements of 
loops, twists and side effects, to- 
gether with a strong representation 
of front straps. Strap fastenings 
were new on most patterns, buckles 


Transmitted from Chicago to New York by Telephoto. 


in either center or side arrangements 
predominating. Open shank shoes 
appear to have slipped, as only a few 
pairs were exhibited. Pumps were 
plain, with a touch of trimming at 
the throat or side. Some tie oxfords 
and a few tie straps were viewed in 
the large array of patterns. Open 
fronts prevailed in oxford types. 

The runway presentation on Mon- 
day and Tuesday night was unques- 
tionably the finest array of beautiful 
footwear ever presented in a per- 
formance of this kind. 
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Best “Talking” Convention 


This was the first convention 
of the National Shoe Retailers’ 
Association at which no resolu- 
tions were introduced or 
passed, doubly significant be- 
cause resolutions have lost 
their effectiveness. 

Also, this was the best “talk- 
ing” convention in years, and 
we leave to future issues a 
thorough treatment of the 
timely topics discussed at 
Chicago. 

The next convention prob 
ably will be held in Chicago 
but the time and place have not 
been set by the directors. 

No announcement was made 
as to the renewal of the con- 
tract with George M. Spangler, 
manager of the association, 
whose three-year term expires 
shortly, it being left to the di- 
rectors to determine a finan- 
cial budget for the coming 
year. 

Owing to the elaborateness 
of the style show and details of 
the convention, a director 
stated that this was a conven- 
tion of “Profitless Prosperity” 
for the association. 











Regional Association Plan Advised 
by Council 


NE of the most constructive 

forward-looking meetings bene- 
fiting the N. S. R. A. was the group 
called by Lee Langston, director, 
Tuesday morning, which was at- 
tended by presidents, secretaries and 
vice-presidents of regional and State 
associations. Lee Langston acted as 
temporary chairman. A motion was 
made and seconded that the group be 
known as “The Secretaries’ Advisory 
Council of the N. S. R. A.” Matters 
pertaining to the N. S. R. A. were 
brought up for discussion with sug- 
gestions to be passed on to that or- 
ganization. Reuben Stiefel was 
elected permanent chairman of the 
Advisory Council and George E. 
Gayou secretary. Another meeting 
was held Wednesday morning. 

At this meeting the Secretaries’ 
and Presidents’ Advisory Council 
worked out a regional plan of asso- 
ciations. It divided the country into 
nine sections, New England, the 
Middle Atlantic (comprising Penn- 
sylvania, Maryland, New Jersey, 
Virginia, District of Columbia, Dela- 


ware and, it is hoped, New York 
State), the Ohio Valley States (Ohio, 


One strap evening shoe of gold kid with 

silver kid quarter. blue ridibon 

winner. Transmitted from Chicago to 
New York by Telephoto. 
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Kentucky and West Virginia, with 
Indiana and Michigan being asked 
to join this group), the Southeastern 
States (North Carolina, South Caro- 
lina, Florida, Georgia and Alabama), 
the Southwestern States (Missouri, 
Mississippi, Tennessee, Arkansas, 
Nebraska, Kansas and Illinois), the 
Northwestern States (North Dakota, 
South Dakota, Minnesota, Wiscon- 
sin, Iowa, Montana and Wyoming), 
the extreme Southwestern States 
(Texas, Oklahoma, Louisiana, New 
Mexico and Arizona), the Mountain 
States (Colorado, Idaho and Utah), 
and the Pacific Coast (California, 
Oregon, Washington and Nevada). 

The State Presidents’ and State 
Secretaries’ Advisory Council urged 
that this apportionment be accepted 
as a basis of operation for 1928 to be 
considered and approved by their 
State associations. 


Baby reindeer skin pump piped with gold kid. A blue ribbon winner. 
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New Englanders Put Up Fine 
Entertainment 


HAT glorious institution known 

as “New England Night,” which 
has become a feature of national re- 
tail shoe conventions, was staged 
successfully, bigger and better than 
ever, on Monday night after the first 
presentation of the style show had 
been given. 

The scene of the New Englanders’ 
party this year was the famous 
Rainbo Gardens in the Hotel Ste- 
vens. A banner throng attended the 


Vamp of black velvet, jewel beaded, 

and quarter of luster gold kid. A blue 
on winner. Transmitted by tele- 
photo, Chicago to New York. 


special show, in which amateur 
talent from the ranks of the shoe 
men vied with the professionals in 
entertaining the visitors. The affair 
also served to introduce many of the 
shoe men to their first view of a 
game of Hai-Lai, imported from 
Cuba. 





Blue Ribbon Winners 


Blue ribbons for excellence 
of style at the style show were 
awarded the following firms: 
William Goldstein, Inc., New 
York; Lax & Abowitz, Brook- 
lyn; Andrew Geller, Brook- 
lyn; Strassburger-Stiles, Inc., 
Brooklyn; Murphy & Saval 
Shoe Manufacturing Co., Chi- 
cago; Morrison & Silver, Inc., 
New York; George W. Baker 
Shoe Co., Brooklyn; Gregory 
& Read Co., Lynn; Stetson Shoe 
Co., South Weymouth, Mass.; 
Jefferson Import Co., New 
York; Phillips & Lockwood, 
Long Island City; Cornell Shoe 
Co., New York; Thomas D. 
Mackay Shoe Co., Brooklyn; 
H. Zuckerman Shoe Manufac- 
turing Co., Brooklyn; J. J. 
Kozak & Son., New York; Pin- 
cus & Tobias, Inc., Brooklyn; 
Munroe Shoe Co., Auburn, 
Me.; Golo Slipper Co., New 
York. 











The. New England show was 
under the direction of George B. 
Hendrick, sales manager of the L. A. 
Crossett Co., who was chairman of 
the committee which arranged the 
event. Other members of this com- 
mittee who deserved and got the 
thanks of their fellow shoe men for 
a marvelous night of entertainment 
were: D. Frank Quigley, Conrad 
Shoe Co.; William Bresnahan, Bres- 
nahan Shoe Co.; Paul O. McBride, 
Milford Shoe Co.; Fred Field, Jr., 
Field & Flint; F. Douglas Arm- 
strong, A. M. Creighton; W. F. 
Hooley, W. F. Hooley Shoe Co.; J. 
D. Rickard, Rickard Shoe Co., and 
Harry F. Malloy of The Shoe Re- 
tailer. 


Wishbone: strap evening slipper of sil- 

ver and gold kid basket weave. A blue 

ribbon winner. Transmitted by tele- 
photo, Chicago to New York. 
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This little miss is showing Jesse Adler, 

who has just stepped out of the picture, 

her idea of the smallest shoes that appeal 
to her 


Below—A general view of the stage set- 
ting for the Style Show 


. 
es 
é 

* j 
4 








© a? She 


sat 


ee OO Al 
ae 
am 











January 14, 1928 BOOT AND SHOE RECORDER 





Good form, what? The big idea is that the first form in footwear display 
is not the last form 


Below—Julius Goldberg, style show impresario, with a bevy of prize winners, 
both girls and shoes 








































S20 Pe te ee: 


SST 


atts 





BOOT AND SHOE RECORDER 


Multiplying Net Profit By Two 





A 20% Increase in Men’s Shoes Will Do It 


HEN any basic industry 
faces a serious situation, 
such as now confronts the 


men’s shoe business, there are three 
logical things to be done. First, to 
ascertain the facts. Second, to rec- 
ognize the causes. Third, to devise 
a sound plan for correcting the situ- 
ation and, having devised such a 
plan, to support it with physical, 
mental and financial effort. 


(he Fact 


Fig. 1—In the past 25 years the 
population of men and boys over 
14 years of age has increased from 

,000,000 to 47,000,000. Production 
of men’s shoes has remained almost 
stationary, and the per capita con- 
sumption has dropped from 3.7 to 2.2. 





The facts concerning the men’s 
shoe business, as shown in Fig. 1, 
are too well known to require 
lengthy emphasis. Government fig- 
ures show that in the past 25 years 
the population of men and boys over 
14 years of age has increased from 
28 million to 47 million. Produc- 
tion of shoes for this group has 
meanwhile remained almost station- 
ary at about 100,000,000 pairs. The 
per capita consumption in 1904 was 
8.7. In 1926 it was 2.2. 

Causes for this situation are not 
hard to find. Boiled down to the last 
analysis, there are just two. First, 
many commodities, some essential 
and some non-essential, have crowded 
into the family income. Second, 
men have desired to spend their 
money for things more attractive to 
their pocketbooks than footwear. 
Men have not “enthused” over shoes, 
either from the standpoint of style 
or health. Men have not realized 
that they are pounding 700 tons of 
weight into their shoes every day; 
that they are paying less than five 


cents per day for this service; that 


they are not one-half as care-taking 


By ERNEST A. BURRILL 


R. BURRILL is chairman of 

the committee which has in 

charge the raising of money for the 

proposed Men’s Shoe Campaign. 

This article is a partial report of his 

address at the N.S. R. A. convention 
in Chicago. 





in the appearance of their feet as 
they are of their heads, their necks, 
their backs, or their ankles. 

Tanners, manufacturers and re- 
tailers have advertised only in terms 
of “my leather,” “my shoes,” or “my 
store.” They have not united as 
have other industries in a national 
emphasis of flowers, paint, lumber, 
orange juice, face brick or savings 
bank accounts. 

The average shoe merchant has 
witnessed a change in the last few 
years from a volume of men’s busi- 
ness which was equal to his women’s 
business to a condition today where 
only one pair of men’s shoes is sold 


Ratio of Mens Volume to Womens Volume 
in the average shoe stor 


1921 192 


507. 65% 697 


[otal 100". 100 rere) 





Fig. 2—Between 1917. and 1926 the 
average shoe store owner has seen 
a startling shrinkage in his men’s 
shoe business as compared with the 
women’s. In the former year they 
were about equal. In the latter year 
more than twice as many women’s 
shoes were sold, compared with 
men’s. 


for every two pairs of women’s shoes . 


(see Fig. 2). Furthermore, very 
few retail stores are forced to carry 
so great a load of stock in propor- 
tion to sales as the shoe store. 

For just a moment I want to bring 
out a phase to the campaign which 
is just as important—it may be even 
more important—than that of ad- 
vertising. I refer to merchandising. 
Merchandising is not merely system 
and store records. It is a “fourth 
dimension” in retail store handling, 


a combination of stock keeping, 
profit making, and sales building 
which must enter into the three ele. 
ments of doing business, namely 
buying, advertising and selling. 
With four simple charts I want 
to emphasize exactly four phases of 
merchandising which are vital in 
a shoe store, and the development of 
which are integral and important 
parts of the Four Year Men’s Cam- 
paign. These four elements are (1) 
profit, (2) depreciation, (3) indi- 
vidual salesmanship, and (4) sizes. 


ROFIT comes from the top ten 
thousand. The purpose of the 
advertising campaign is directed 
toward added volume. When the 
men of America are educated from 
a per capita consumption of two 
pairs per year to two and one-half 
pairs per year, that means a 25 per 
cent increase in your men’s busi- 
ness. But in addition to more pairs 
sold there are two other elements 
which will add to the store receipts. 
First, when gross profit averages 35 
per cent instead of the subnormal 31 
per cent which still exists in many 
stores, that automatically increases 
store receipts. Second, the rise in 
the leather market is too pronounced 
to be absorbed either by the retailer 
or manufacturer, who have for sev- 
eral years been doing business on 
mighty close margins. If shoes 
average 50 cents to $1 per pair more 
in 1928 than for 1927, that means 
that when $6 shoes retail for $6.50 
that is nearly a 10 per cent increase. 
Second, failure to reckon with de- 


Ratio of stock on hand (a/.se) 
to Annual Sales (crea) Syracuse NY 
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Fig. 3—The ratio of retail sales to 
average stock on hand is far smalle 
in the shoe business than in six othe’ 
industries investigated in Syracus. 


Even the clothing and fu 
nishing retailers get a bigger turn 
over. 
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preciation properly is one of the 
biggest causes of the lack of profit 
in shoe stores. The answer to this 
was really illustrated in the previous 
chart concerning a more adequate 
gross profit. These figures are from 
the women’s side of the store, but 
they illustrate a principle which -ap- 
plies to all departments into which 
depreciation enters. If one-fourth 
of the merchandise has to be sold 
for a price less than was intended 
when the shoes were bought, the 
other three-fourths must be sold at 
a price high enough to cover that 
shrinkage. In other words, if one- 
fourth of the volume sells at 10 per 
cent markup, the other three-fourths 
must be sold for 40 per cent markup 
to make the whole show a 35 per 
cent markup. 

Third, individual sales production. 
One extra pair per day by four sales- 
men in the average store will amount 
to over $8,000 in a year. No sales- 
man has any right to assume that 
any customer is a one-pair buyer of 
shoes. Shoe stores need to learn as 
much about “creative” salesmanship 
as they learn about “service” sales- 
manship. Furthermore, a salesman 
getting $6 per day and selling six 
pairs of shoes develops a selling cost 
of $1 per pair for his services. If 
he develops to a seven-pair salesman 
instead of six pairs, he cuts the sell- 
ing cost from $1 per pair to 85 
cents per pair. This is a far more 
inviting plan for reducing selling 
costs than to cut wages. 


Fourth, sizes. The lack of a size 
rather than the lack of a style is 
responsible for more missed sales. 
The laws of turnover demand that 
the amount of stock on hand should 
be in ratio to the sales. This is not 
only true of total stock and total 
sales, but equally true of each de- 
partment, men’s, women’s, children’s 
or hosiery. Furthermore, the stock 
of sizes should also be in ratio to 
the sale of sizes. This chart re- 
flects the combined result of many 
thousands of pairs sold in many 
cities and larger towns all over the 


Advertising Lines in ChicagoNcwspapcts 
for Yeat Of 1926 
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Fig. 4—Of 15 different kinds of 
merchandise advertised during 1926 
in Chicago newspapers, even tobacco, 
which men buy day in and day out, 
almost automatically, used more 
space than the retailers of shoes. 


country. The middle five sizes are 
responsible for 23 per cent of the 
total sales. In the next zone there 
are 16 sizes which reflect 44 per cent 
of the total sales. These two zones 
show that 66 per cent of the busi- 
ness is done on these 21 sizes. The 
“skirt” sizes, 53 in total, do only 6 
per cent of the total volume. For 
every pair of 514B sold, 100 pairs of 
814C were sold. The stock of sizes 
should be in ratio to the sale of sizes. 
I once inventoried a store which had 
enough sizes in 444A in women’s to 
last for nine years at the rate they 
were selling. And yet that same 
store showed on unfilled orders five 
more pairs in that same size. No 
universal standard can be set; each 
store must find out for itself just 
how its composite of sizes sold looks, 
and then take a similar composite 
of sizes on hand. Put one figure 
against the other in each size block 
and you will discover some startling 
truths about where overstock lies. 


HE Chicago newspapers of 1926 
show that shoes were fifteenth 
in the list of number of advertising 
lines used (see Fig. 4). Clothing, 
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Fig. 5—In New York City the situ- 
ation is similar to that in Chicago. 
A six-month check-up shows shoes, 
musical instruments and drug prep- 
arations in a class by themselves, 
with other merchandise using from 
six to twenty-one times as much 
advertising space. 


automobiles, amusements and furni- 
ture in the order mentioned urged 
their product six times as hard as 
the shoe industry. The invitation to 
buy shoes was no greater than that 
given to musical instruments, toilet 
preparations or tobacco—less, in 
fact. 

A similar analysis of newspapers 
in the New York district (see Fig. 
5) shows that for a six months’ pe- 
riod 21 million lines were devoted to 
dry goods, 9 million lines to real 
estate and 6 million lines to auto- 
mobiles, where less than one million 
lines were devoted to footwear. 
Shoes were seventeenth on the list, 
and only five small commodities 
showed less effort. 

In national magazine advertising 
for the six months ending Sept. 30 
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(see Fig. 6), automobile advertising 
heads the list with nearly $13,- 
000,000, and drugs and toilet prepa- 
rations a close second with $12,- 
600,000. Shoes occupied fifteenth 
position with only a million and a 
half. Two per cent budgets for ad- 
vertising are as far as the average 
store goes, backed by an even smaller 
percentage from the manufacturer. 

Finally, the operating record of 
shoe stores, as reflected by group fig- 
ures assembled by the N. S. R. A. 
and other sources, show a very in- 
adequate return of scarcely 3 per 
cent on sales, and even this figure 
resulting without proper deduction 


Advertising in National Magazines 
for Six Months Ending Scrt 30. 
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Fig. 6—National advertising records 

tell a sorry story—shoes at the bot- 

tom of a list of 15 advertised prod- 

ucts. Drug and toilet articles, lux- 

uries, spent eight times more than 

shoes in advertising themselves to 
the public. 


for depreciation and other definite 
items of overhead which should be 
included (see Fig. 7). 

Mass production in men’s foot- 
wear has been advanced to a far 
greater degree of efficiency than 
mass sales. 

There is another condition which 
should be faced collectively and han- 
dled collectively. I refer to the 
rising prices and scarcity of leather. 

In the short space of three months, 
the campaign records show that a 
very substantial number of retail 
shoe dealers “meant business” as 
they signed the forms which showed 
they were willing to put something 
more than their voice into the propo- 
sition. As with every movement of 
this sort, there were the “doubting 
Thomases,” there were those who 

[CONTINUED ON PAGE 75] 


Operating Results 
in the average Retail Shoc Store 


— sage 
; 


Net Gain 38 7 





Fig. 7—And conditions in the aver- 

age retail shoe store seem to be get- 

ting worse instead of better. A net 

profit of 3.8 per cent in 1925 be- 

comes a net profit of 2.7 per cent 

in 1926—less gross profit and a 
higher expense rate. 
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When Manufacturers Meet 





Wide Variety of Subjects Will Be Discussed at 


Producers Convention January 17 and 18 


PROGRAM covering a wide 
A oatictr of subjects and with 

nationally known speakers to 
give the viewpoint of various inter- 
ests of the great shoe trade has been 
developed for the Twenty-fourth An- 
nual Convention of the National Boot 
and Shoe Manufacturers’ Associa- 
tion to be held at the Hotel Astor, 
New York, Jan. 17 and 18. The 
presidents of the Tanners’ Council, 
the National Shoe Retailers’ Associa- 
tion and the National Shoe Travelers’ 
Association are on the program for 
addresses which will give the shoe 
manufacturers different viewpoints 
of the situation in other than manu- 
facturing fields. Other topics will 
be discussed by experts in their lines. 

The convention will cover two 
days, beginning at 10 a.m. Tuesday 
morning, Jan. 17, and closing with 
the grand banquet on Wednesday 
night, Jan. 18. Both a morning and 
afternoon session will be held on 
Tuesday, with a luncheon breaking 
between the two. On Wednesday, 
however, there will be only one ses- 
sion of the convention, which will 
be held in the afternoon, but which 
will be preceded by a luncheon. 

The tentative program, which may 
be changed slightly by the addition 
of two or three speakers between 
now and the convention dates, is as 
follows: 


TUESDAY, JAN. 17, 10 A. M. 
Registration—8th Floor—10.30 A. M. 
President’s address—Henry W. Cook. 
Report of secretary—J. Dudley Smith. 


Report of treasurer—Herbert P. Glea- 
son. 


Statement of certified accountant— 
John R. Garside, chairman, Audit- 
ing Committee. 


Open Forum—Opportunity for mem- 
bers to discuss any problem from 
the floor. 





Henry W. Cook, President, 
National Boot and Shoe Manu- 
facturers Association. 





Luncheon 12.30 Noon to 1.30 P. M. 


The New Problems Confronting Retail- 
ers—Ralph C. Hudson, president, 
National Retail Dry Goods Asso- 
ciation. 


Commercial Arbitration—Judge Moses 
H. Grossman, American Arbitra- 
tion Association. 


More Than Just Leather—Fraser M. 
Moffat, president, Tanners Council 
of America. 


National Advertising Campaign to In- 
crease the Men’s Shoe Business— 
Ernest A. Burrill, chairman, Plan 
and Scope Committee, National 
Advertising Campaign N. S. R. A. 


The Relation of the Traveling Man to 
the Industry—Charles W. Morrill, 
president, National Shoe Travelers 
Association. 


Is the Psychology of the Shoe Trade 
Up-to-date?—A. H. Geuting, presi- 
dent, National Shoe Retailers As- 
sociation. 


Report of Nominating Committee and 
Election of Directors—J. Franklin 


McElwain, chairman, Nominating 
Committee. 


Opinions from the floor pertaining to 
various local conditions in shoe 
manufacturing centers. 


WEDNESDAY, JAN. 18 


There will be no morning session on 
Wednesday; therefore, we will begin 
with a luncheon from 12 noon to 1 
p. m. in order that the business session 
in the afternoon may start earlier than 
usual. 


Luncheon 12 Noon to 1 P. M. 


Horse Power and Heart Power in In- 
dustry—Harry Newton Clarke, 
Cleveland, Ohio. 


Creating Wealth—Dr. Hollis Godfrey, 
president, Engineering Economics 
Foundation. 


Functioning for 1928—John C. McKeon, 
chairman, Conference Committee. 


The Manager’s Problem Today—Rich- 
ard A. Feiss, management counsel 
(formerly vice-president in chargé 
of organization and manufacturing 
of Joseph & Feiss Co., Cleveland, 
Ohio). 

Need for Cooperation in Credit Mat- 
ters—L. C. Scott, vice-president, 


Credit Clearing House Adjustment 
Corporation. 


Memorial resolutions. 


Announcement of new officers for 1928 
as elected by directors—J. Frank- 
lin McElwain, chairman, Nominat- 
ing Committee. 


Adjournment. 


ANNUAL BANQUET 


Reception 6.30 P. M.—Banquet 7 P. M 
Grand Ballroom (Main Floor). 


SPEAKERS 


Hon. Simeon D. Fess, United State 
Senator from Ohio. 


Hon. Harry J. Skerritt, Syracuse, N. Y 
Sir Frederick McGill, of London, En 
gland. 
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Shoe Styles In the Southwest 


Forecast to Be Feature of Big Dallas Convention 


6 IGGER AND BET- 
B TER” is the slogan 
of the men in charge 
of the annual joint convention 
of the Texas and Oklahoma 
Shoe Retailers’ Association 
which joins forces with the 
Southwestern Shoe Travelers’ 
Association to hold a series of 
interesting meetings at Dallas 
beginning Jan. 23 and con- 
tinuing for three days. 

Word of mouth advertising, 
plus some effective direct by 
mail publicity is being used 
to get a good attendance, and 
advance registrations indicate 
that it will be larger even 
than last year, which was the 
best convention ever held in 
the Southwest. 


NE of the mailing pieces, 
at least the front cover, 
is reproduced on this page, 
Seated on top of the Dallas 
skyline is a pretty girl wear- 
ing a bright red dress. The 
words “Meet Me at the Dal- 
las Show” also are in red. 
“This show,” says the mes- 
sage inside the folder, “of- 
fers Southwestern shoe re- 
tailers the opportunity to see 
at first hand the correct 
styles of footwear for Spring. 
“Everything that is new in 
shoes will be shown on beauti- 
ful models with an accom- 
panying program of enter- 
tainment that in itself will 
make your visit worth while. 


“You are invited. We want you to of a pleasant, instructive and profit- 
come to this convention and show. 
All Dallas joins us in the promise 


January 23, 24 and 25 


NAL Az 
Meet meatthe — 
DALLAS SHOW/* 


indicate the largest attendance ever 
recorded at a shoe merchants’ con- 
vention in this territory. 


able trip.” 
The message is signed by L. F. 








JANUARY, 1929 


HE St. Louis Shoe Manufacturers and Wholesalers Associ- 
ation at a special meeting held Jan. 3, decided on Jan. 7, 
8, 9, and 10, 1929, as the dates for the Fifth Annual Pageant 


of Footwear Fashions. 





Tuffly, president of the Texas 
Shoe Retailers’ Association; 
W. H. Prater, president of 
the Oklahoma Shoe Retailers’ 
Association; and by R. E. 
Bell, president of the South- 
western Shoe Travelers’ As- 
sociation. 


N the back of the folder is 
a hint of what is coming 
—free exchange of merchan- 
dising ideas among’. mer- 
chants; instructive talks by 
leaders in the shoe world; an 
accurate style forecast; and 
a style show at which the best 
types of shoes for that sec- 
tion of the country will be 
displayed on the feet. of the 
prettiest girls in the country. 
A rate of one and one-half 
fare for the round trip will be 
allowed all persons atending 
the convention. Reduction 
applies to Texas, Oklahoma, 
Arkansas, Louisiana, Mis- 
souri; also Memphis, Tenn., 
and Natchez, Miss. Dates of 
ticket sale, Jan. 19 to 25, 1928. 
Good for return on or before 
Jan. 28. 


UY a one-way ticket 
through to Dallas. Geta 
receipt from your - ticket 
agent. Bring your receipt to 
the registration desk in the 
Adolphus Lobby for valida- 
tion. You can then buy a 
return ticket for one-half fare. 
Advance registrations 
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The Call of the Sea 


Middle Atlantic Shoe Retailers Association to Stage Monster 
Convention and Style Show in Ambassador Hotel 
Within Eye-Sight of Atlantic City’s Board- 
walk and Ear-Shot of Lapping Waves 


SSENTIALLY a convention 
E for the small merchant, a 

meeting place where his prob- 
lems are discussed and answers 
given, the fourteenth annual con- 
vention of the Middle Atlantic Shoe 
Retailers’ Association at Atlantic 
City, Jan. 23, 24 and 25 will not lack 
in the notable features that go to 
make up a high grade conclave. The 
convention will be held in the Hotel 
Ambassador, one of the finest hos- 
telries on the famed Boardwalk. The 
style show will be staged under the 
personal direction of Jules Winkle- 
man, well known New York and 
Philadelphia retailer of high styled 


Program 


14th Annual Convention, 
Middle States Shoes Retailers’ 
Association 
Atlantic City, N. J. 


Sunday, Jan. 22 
4.00 p. m.—Directors’ meeting. 
7.30 to 9.00 p. m.—Registration: 
Hotel lobby. 
8.30 p. m.—Get Acquainted Gathering. 





footwear, with the cooperation of 
the John Murray Anderson Studios, 
a name to conjure with in theatrical 
presentations. And the style show, 
by the way, will not be the cut and 
dried runway affair, but a presenta- 
tion with a story, plot, real actors— 
and everything. 

This association, the reorganized 
and renamed Pennsylvania associa- 
tion, embraces in its membership 
shoe retailers from Pennsylvania, 
New Jersey, Delaware, Maryland, 
Virginia and the District of Colum- 
bia. It is possible that further steps 
to form an alliance with the New 
York State Association will be taken 


Monday, Jan. 23 


9.00 a. m.—Registration. 

11.00 a. m.—Opening of Convention: 
Venetian Room. Myer Marx, Chair- 
man General Convention Commit- 
tee. 

11.05 a. m.—Invocation: Rabbi Herman 
M. Fisher, Atlantic City. 

11.15 a. m—Address of Welcome: Wal- 
ter Hanstein, Atlantic City. 

11.80 a. m.—President’s Message 
George M. Garman, Philadelphia, 
Pa. 


at the forthcoming convention. A 
large delegation of New York mer- 
chants is expected at the convention, 
which, from advance registrations, 
will be the largest the organization 
ever has had. 


CHANCE for the merchant to 
break into the movies will come 
through arrangements made with 
the Stanley Company and United 
News to take motion pictures of the 
style revue, which also will be broad- 
cast over radio station WPG on 
Monday, Jan. 23, at 8:45 p. m. 
The detailed program of the con- 
vention follows: 


11.50 a. m.—Committee Appointments. 

12.15 noon.—Good Fellowship Lunch- 
eon: Venetian Room. bert J. 
Schmidt, Chairman, Pittsburgh. 

1.00 p. m.—Address: George M. Span- 
gier, Manager, N. S. R. A., Chi- 
cago. 

1.20 p. m.—Address: Sidney J. Eis 
man, Cincinnati, Ohio, President 
National Association of Sho 
Wholesalers. 

1.45 p. m.—Open Forum: Jules Win- 
kelman, Chairman, Philadelphia 
Ten minutes for presentation o 


[CONTINUED ON PAGE 58 
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Cal Mensch, Secretary and 
Managing Director 


Jules Winkleman, Style Show 
Director 


BOOT AND 


George Garman, President 


SOME of the Big 
Men of the Mid- 
dle Atlantic Shoe 
Retailers Association 
Who Had a Hand in 
Planning the Atlantic 
City Convention 
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Ludebuehl President 
Emeritus 


Christian 


Lee Reineberg, Treasurer 


EXHIBITORS AT HOTEL AMBASSADOR 


American Shoe Co., Brooklyn, N. Y. 

Austern Shoe Co., New York City. 

Atkinson Shoe Corp., Boston, Mass. 

Ault-Williamson Shoe Co., Auburn, Me. 

A. J. Anderson, Amesbury, Mass. 

Ansrews-Wylie-Maseer, Inc., Philadelphia, 

a. 

Samuel Brilliant, Boston, Mass. 
Bancroft-Walker Co., Boston, Mass. 

Barlin Bros., Brooklyn, N. Y. 

A. J. Bates, Webster, Mass. 

Bliss & Perry, Newburyport, Mass. 

Bloom, Langer, Lippman, Boston, Mass. 
Bleecker Shoe Co., New York City. 

John Buckley Shoe Corp., Haverhill, Mass. 
Beker & Friedman, Brooklyn, N. Y. 

Boyd Welsh, St. Louis, Mo. 

Best-Ever Slipper Co., Brooklyn, N. Y. 

Carlisle Shoe Co., Carlisle, Pa. 

Colella & Leighton, Lynn, Mass. 

Colton, Radoff Shoe Mfg. Co., Philadel- 
phia, Pa. 


Concord Shoe Co., Inc., New York, N. Y. 
Conrad Shoe Co., Brockton, Mass. 

Chesapeake Shoe Mfg. Co., Baltimore, Md. 
Edwin Clapp & Son, Inc., East Weymouth, 


Mass. 
Cletter, Goodman & Heft, Philadelphia, 


Pa. 
Dunn & McCarthy, Auburn, N. Y. 
Dixon-Bartlett Co., Baltimore, Md. 
Duane Shoe Co., New York, N. Y. 
Charles A. Eaton Co., Brockton, Mass. 
Elco Shoe Mfg. Co., Brooklyn, N. Y. 
Finkelstein & Kessler, Philadelphia, Pa. 
Fox & Feinsinger, Philadelphia, Pa. 
Florsheim Shoe Co., Chicago, III. 
Fox Brothers, Philadelphia, Pa. 
Gilbert Shoe Co., Thieusville, Wis. 
John S. Gray, Inc., Syracuse, N. Y. 
F. M. Hoyt Shoe Co., Manchester, N. H. 
F. Hecht & Co., Inc., New York City. | 
Johnson Stephens & Shinkle Co., St. Louis, 
Mo. 


Marston & Tapley Co., Athol, Mass. 

P. J. Monoghan & Co., Baltimore, Md. 

Morris Bros. Shoe Co., Quincy, III. 

The Munroe Shoe Co., Inc., Boston, Mass. 

P. W. Minor & Son, Inc., Batavia, N. Y 

The Muskin Shoe Co., Baltimore, Md. 

D. Myers & Sons, Baltimore, Md. 

Meyer Bros. Shoe Co., Brooklyn, N. Y. 

Mutual Shoe Co., Brooklyn, N. Y. 

The Marman Shoe Co., Philadelphia, Pa. 

National Retailers Mutual Inc. Co., Phila- 
delphia, Pa. 

The Nuway Shoe Co., New York, N. Y. 

Old Colony Shoe Co., Brockton, Mass. 

Dr. A. Posner Shoes, Inc., Brooklyn, N. Y. 

E. P. Reed & Co., Rochester, N. Y. ~ 

S. Rosenberg & Sons, Inc., Boston, Mass. 

Kelly, Schonfield Co., Inc., Philadelphia, 
Pa. 

Sylvania Shoe Co., Philadelphia, Pa. 

M. J. Saks Shoe Corp., New York City. 
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The Stetson Shoe Co., Inc., South Wey- 


mouth, Mass. 
Segall & Sons, Philadelphia, Pa. 
The Scholl Mfg. Co., 


Slipper City Shoe Co., Haverhill, Mass. 
Jack Stolper, New York, N. Y. 
The Shoe Form Co., Auburn, N. Y. 


The Call of the Sea aN 


subject and ten minutes for dis- 
cussion. 

Promotion: Service, Meeting Compe- 
tition, Personal Training, Local 
Association. 

Operation: Expense Controls, Stock 
Control, Consumer Complaints, 
Salesmanship. 

Accessories: Hosiery, Orthopedics, 
Findings, Rubbers and Tennis. 

Styles: Men’s, Juvenile, Women’s, 
Color Harmony. 

Speakers and Leaders in the Discus- 
sion: W. H. Dye, Sandy Lake, Pa. 
F. LeRoy Smith, Wellsboro, Pa. 
Mose Leibowitz, Secretary, York 
S. R. A. 


Miss Helen M. Haney, Associate 
Editor, Boot AND SHOE RECORDER, 
Boston. 
Miss Hilda Rau, Style Director, 
Robt. H. Foerderer, Inc., Philadel- 
phia, Pa. 
James Crawford, Harrisburg, Pa. 
David S. Josephson, Trenton, N. J. 
George Stine, Red Bank, N. J. 
William Kerber, Cumberland, Md. 
A. E. Felser, Washington, D. C. 
3.30 p. m.—Inspection ‘of Displays. 
8.30 p. m.—Style Revue: Footlights, 
Renaissance Room. Jules Winkel- 


‘New York, N. Y. 
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7 Wearwell Shoe Co., New York, 
N. Fs © etal & Co., Inc., East Rochester, 


United States Shoe Co. (Branches) : 
The Air-Mail Shoe Co., Cincinnati. 
The Imperial Shoe Co., Cincinnati. 
The Holters Co., Cincinnati. 
Alfred J. Sweet ’Co., Auburn, Me. 





[CONTINUED FROM PAGE 56] 


Director, assisted by Joh 
New 


man, 
Mufray ee Studios, 
York, N. 

8.45 p. m. to y 05 p. m.—Station -‘WPG, 
Atlantic Cy, broadcasting Con- 
vention “.'" **" .» and Style Revue. 


Tuy.say, Jan. 24 

10.00 a. m.—Registration: Hotel lobby. 

12.00 noon.—Good-fellowship Luncheon: 
Venetian Room. Roy Walter, Chair- 
man, Wilkes-Barre, Pa. 

12.45 p. m.—Address: Facing the Facts 
in the Distribution Situation. Alvin 
E. Dodd, Manager of the Domestic 
Distribution Department of the 
Chamber of Commerce of the 
United States. 

1.00 p. m—Open Forum: Merchan- 
dising and Advertising. E. A. Bur- 
rill, presiding speaker, Chairman 
Plan and Scope Committte, Four 
Million Dollar -Campaign, Boston, 
Mass. 

A. Four Million Dollar Campaign, 
Retailers’ Cooperation. 

B. Salesmen, Store Appearance, Ad- 
vertising Copy. 

Speakers and Leaders in the Dis- 
cussion: 

Lester Gibson, Boston, Mass. 
Jesse Adler, New York, N. Y. 


tr tt eis 
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United States Rubber Co., 
Martin Weinstein Shoe Co., 
ne 


Boston, Mass. 
Brooklyn, 


Waldman Bros., New York, N. Y. 

A. E. Wessel & Sons, Camden, N. J. 

Wise & Cooper Shoe Co., Auburn, Me. 

3 Sam B. Wolf Sons Co., Cincinnati, 
nio. 


SS 
WN 


| 
zg, Norfolk, Va. 
Poskin, Cumberlan d, 


Walter D. R 
lorton W. 
Md. 
Dae Petty, Pi.tsbureh, Pa. 
3.00 to 3.30 p. m.—El ton of Direc- 
tors. Polls open voting, 
3.00 p. m.—Inspection f Di lays. 
8.30 p. m.—Style Revue: votlights, 
Renaissance Room Jules Winkel- 
man, Director, assisted by John 
Murray Anderson Studios, N. Y. 


Wednesday, Jan. 25 


10.00 a, m.—Registration: Hotel lobby. 
11 a. m.-to. tt ws m,—Election ,of Direc- 
. Polls open for- voting. 

12.00 noott. —Good-teilowship Lunch- 
eon: Venetian Room. Mal Neu- 
wahl, Chairman, Altoona, Pa. 

12.45 p. ole a A. H. Geuting, 
President, SR R. A.; Phiiadel- 
phia. 

1.15 p. m.—Address: The Honorable 
Isaac Bachrach, Congressman of 
New Jersey, Atlantic City, N. J. 

1.45 p. m—Report of Committees: 
New Business, Adjournment. 

2.00 p. m.—Inspection of Displays. 

3.00 p. m.—Directors’ Meeting: Elec- 
tion of Officers for 1928. 

6.30 p. m.—Banquet: Renaissance 


R. E. Weschler, Erie, Pa. 





Room. 


“Ken” Chisholm Passes On 


MMEDIATELY preceding the 

N. S. R. A. Convention, Charles 
Kenneth Chisholm, without whom no 
shoe gathering of major importance 
had been complete in the last few 
years, passed to his eternal rest. 
His death cast a shadow over the 
Chicago convention, for “Ken” had 
been an active worker in the associa- 
tion for years and was one of its 
past presidents. He also had served 
in the chair of the president of the 
Ohio Valley Shoe Retailers’ Associa- 
tion. 

Mr. Chisholm died, after a two 
weeks’ illness, at his home in Park- 
land Drive, Shaker Heights, Cleve- 
land, Ohio, on Thursday, Jan. 5, and 
was buried in. Lakeview Cemetery 
on Saturday, Jan. 7. 

Born in Elgin County, Ontario, 
Canada, a son of the late Mr. and 
Mrs. William Chisholm, sixty-two 





Charles Kenneth Chisholm 


years ago, Charles Kenneth Chisholm 
went to Cleveland in 1897 and began 
a notable business career that ended 
last week. At the time of his death 
he was president of the Chisholm 
Shoe Company, owning and operat- 
ing a chain of thirteen shoe stores 
in Cleveland, Detroit, Columbus and 
Toledo. 

On his arrival in Cleveland thirty- 
eight years ago, he became associ- 
ated with the mercantile establish 
ment of Hull & Dutton, and later 
with the Stone Shoe Co. Prior to 
going into business for himself he 
represented the J. E. Tilt Shoe Co. 
of Chicago. 

The first store of the Chisholm 
chain was started twenty-eight years 
ago with his brother, Henry Melvin 
Chisholm, at 322 Superior Avenue, 
N. E. 

“C. K.” or “Ken” as he was famil- 
[CONTINUED ON PAGE 22] 
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Again, and again America’s Ideal Calf Leather 
—Kaffor Kid—merits and receives the apprecia- 
on of leading and nationally known manufac- 
urers, as well as the distributors of their foot- 


vear, nationally known merchants. 


The shoe here illustrated is made by Irving Drew 
The fine grain—and high luster black, two strong 
elements of Kaffor Kid, enhance the stylefulness 
of pattern and last. It adds the “Background for 


” 


Style No. 6979—In Stock— Bonney of Sits. 


Black Keffor Kid, Forepart and Kaffor Kid is light—but sturdy—weight. It has 
quarter with kid vamp, four- exceptionally fine appearance and comfort in 
teen eight wood heel. . $6.10 women’s turns or welts. It retains its shape. It 
is non-scufing. It wears. It takes and holds a 


Style No. 5124—Same, except 
finish. 


leather heel 


AAA-D It is the ideal Calf Leather for smart footwear. 


Specify it with assurance that its quality and finish 


will aid in building repeat sales. 


THE QHIOQ LEATHER COMPANY 
lll il GIRARD OHIO TT] 
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BELLA 
TIE—PUMP 


Round or Medium Toe 
Lasts 


14/8 to 22/8 Heel 
Price $3.75 

















Factory: 222-24-26 Liberty St., Camden, N. J. 
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LADIES FINE 


FOOTWEAR 








A. E. WESSEL & SONS 


See the Display | 


OF 


Dainty and Exquisite 


Footwear | 
AT THE | 


MIDDLE ATLANTIC SHOE RETAILERS | 


ASSOCIATION 
AT ATLANTIC CITY 
JAN. 23-24-25 
HOTEL AMBASSADOR 
ROOM 258—BOOTH 61 


Norman I. Wessel 
In Charge 





Sales Office: 5 No. 4th St., Philadelphia, Pa. 























BALLET SLIPPERS 
HARD and SOFT TOE 


Are Sure Profit Makers 
Here’s Why: 


1—Worn by leading professional dancers. Highly 
recommended by dancing teachers. 

2—GOOD MARK-UP—NEVER MARKED DOWN. 
No special or clearance sales are necessary with these 
numbers. 

3—IMMEDIATE DELIVERY—Our in-stock depart- 
ment enables you to use us as your reserve stock room. 
Special orders fulfilled at short notice. 

4—DEALER HELPS—National and direct advertis- 
ing to the dance schools in your town—window and 
counter display materials—all facilitate the fast sell- 
ing of this line. 

5—A SOURCE OF EXTRA PROFITS—Every wearer 
of Capezio’s footwear is a potential customer for your 
line of regular street footwear. You thus secure two 
sales instead of one. 


Write for Details 














Established 1887 


209 W. 48th Street New York City 





IMPORTED—ENGLISH 
Riding Boots 
IN STOCK 


Perfect fit and perfect shape 
are the characteristic features 
of these British boots. The 
long time English process 
tanned leather used in these 
boots assures durability and 
comfort. And they are put 
together by real bootmakers 
who have devoted a lifetime 
to this work. 


















MEN’S 
16.50 PAIR 


Sizes 5% to il 
Widths B to E 


WOMEN’S 


14.50 PAIR 
Sizes 3 to 8 
Widths A to D 


Brown or Bli 
Willow Cal 


We carry all riding accessories, boot trees, boot hi Iks, 
boot jacks, non-rust spurs and chains, riding crops. 
Also—leather puttees in large variety. Send for catalog. 


COLT CROMWELL CO., Inc. 
1239 BROADWAY NEW YORK, N. Y. 

















Ja 
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MAGNTS OPUS 


RAISON D’ETRE 


ly throughout the past year, vindicating beyond question our policy 
of Volume Quality Production built to a standard on Modern 
Turn Styles. 


Ta demand for Beker & Friedman Turn Shoes has risen enormous- 


You can make 1928 a record year—increased volume and better profits 
are assured if you will feature Beker & Friedman Turns for your $10.00 


to $12.50 sellers. 


Their salability and popularity have been proved conclusively amidst 
gruelling competition. 

It will be decidedly worth your while to see the new and sparkling Spring 
Styles which we will exhibit at the 


Yee raga ee aes gy er Dallas Convention, Adolphus Hotel 
onvention, ote mbass r, Atlantic 
City, January 23rd, 24th, 25th pummany Save, SEh, SO 


or at our factory show room In attendance 
In attendance Lou Friedman 
S. Beker Bob Damon 


We will be only too glad to tell you how our plans will help you get the 
volume you are after. 


BEKER. & FRIEDMANInc. | 
23~25 Lafayette St.~ ~ ~ Brooklyn,N-Y. 
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MEYER, BROS. SHOEBE COnc. 


MUSCLE BUILDER SHOES B 

for Juveniles : ing 

: delib 

JUNIOR LEAGUE SHOES a 

for the Younger Smart Set _ 

ing 

and 

TAILORED AND SPORT MODES oar 
for the Modern W oman _ 

omate 

HE product of Meyer Brothers has been Fo 
well and very favorably known to the basi 
better trade for years. With a wider scope was | 
of activities assured for the future, Meyer ks 
Bros. Shoe Company, Inc., presents a com- pand 
plete line of welts for (the discriminating aed 


set) the younger generation. 


These shoes are the soul of Fifth Avenue 


N. S 

styling. .... the proud workmanship of =e 
. scribe 

Brooklyn’s skilled shoe makers, and are trave 
intrinsically the finest in their grade. an 
mB of sy 

5 buyin 

Your inspection is cordially invited. then 
than 

tial t 

when 

Shown at the tha 

ings” 

HOTEL AMBASSADOR even 
= 

ATLANTIC CITY comb 

Room 251, Booth 62B Tr 
JANUARY — 23 —24— 25 port 


C) enume 
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first gun in this year’s conven- 

tion of the National Shoe Travel- 
ers Association, plus “keeping everlast- 
ingly at it,” enabled the hard working 
offic. rs and delegates to complete their 
deliberations, discussions and elections 
before the opening day of the retail- 
ers’ great gathering. 

The customary gathering of the 
Board of Governors met on schedule 
Saturday afternoon in a private din- 
ing room of “The Stevens,” Chicago, 
and completed preliminaries for the 
convention to follow. Measures to be 
brought before the larger body were 
discussed and the credentials commit- 
tee declared nineteen out of twenty- 
one of the affiliated associations repre- 
sented either by delegations or by ac- 
credited proxies. 

Following the governors’ meeting, 
the convention met and with two re- 
cesses continued in session until all 
business was completed. A_ special 
meeting of the insurance committee 
was held Saturday evening to iron out 
a few wrinkles which discussion in the 
governors’ meeting brought to the sur- 
face. 

The reports of the presiding officer 
and vice-president were brief declara- 
tions of admiration for the work 
transacted during the past year by the 
standing committees and the executive 
offices of the organization. 


B iret. can from the crack of the 


Secretary Delaney’s Annual 
Report 


Thomas A. Delaney, secretary of the 
N. S. T. A., submitted an exhaustive 
report reviewing the association’s aims 
and the past year’s activities. He de- 
scribed the recognition accorded the 
traveler by allied branches of the in- 
dustry as a result of seventeen years 
of continuous application. 

“With the present unorganized state 
of systematic, prudent and profitable 
buying,” Mr. Delaney said, “the quali- 
fications of the salesman are more 
than ever paramount and now more 
than ever is the salesman more essen- 
tial to the buyer and the producer than 
when the tides of production and dis- 
tribution were as regular as the ocean 
and the requirements of the buyer 
timed to semi-annual calls and show- 
ings,” 

_The secretary told of the recognition 
given members carrying membership 
cards of the N. S. R. A. and described 
courtesies shown and protection ac- 
corded by recognition of the national 
members, 


Treasurer’s Annual Report 


Dave Davis tendered his annual re- 
port of the association’s finances, 
enumerating in his characteristically 
careful detail the receipts from de- 
tailed sources and the expenditures in 
connection with the year’s activities. 
Mr. Davis’ report showed a gain in 


nnn 
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Travelers Hold Snappy Convention 


Homer Beals Elected Head of N. S. T. A. 
at Chicago Meeting 





Homer H. Beals, newly 
ie 


elected 
president of N. S. A. 


orn | 





membership of the combined locals for 
the first time in several years, and 
this disclosure constituted appreciable 
cheer. The funds on hand at the 
year’s close showed a gain as compared 
with last year, the major share being 
invested in conservative securities. 


Frank King Checks on Style 


Frank B. King, chairman of the as- 
sociation’s Style Committee, conducted 
an interesting, and at times animated, 
discussion of prospective shoe styles. 
Mr. King used the report of the Joint 
Style Committee as his text and elic- 
ited from salesmen present an expres- 
sion as to the accuracy of the report 
as gaged by their personal experi- 
ences with their trade. 

Mr. King paid high compliment to 
the work of the color card association 
under the direction of Mrs. Margaret 
Hayden Rorke and proceeded to de- 
scribe how the colors chosen are 
brought into the various lines and the 
care taken in considering various 
shades from the standpoints of har- 
monizing, contrasting and blending. 

“The results produced,” he con- 
tinued, “are effected through the co- 
operation of some of the very bright- 
est minds of the industry. 

“Present style indications point 
toward a generous acceptance of shoes 
for sportswear, not the participant. 
but the onlooker. The purchase of 
apparel is becoming more scientific 
than heretofore. 

The conference, in which many dele- 
gates participated, showed a close ad- 
herence in the opinion of nearly all 
present to the predictions of the Joint 
Style Committee issued in November. 


ARIN CGQHOHARr PRrAARPNHEPR 


Insurance Committee Reports 


President Charles W. Morrill and 
Secretary Tom Delaney delivered re- 
ports on the progress made during the 
past year by the Insurance Committee. 
Eleven hundred and fifty members of 
the approximately 2000 affiliated mem- 
bers are now carrying the association’s 
group insurance placed with the John 
Hancock Life Insurance Company. 
During the past year over $21,000 in 
premiums have been collected by the 
secretary’s office and a dividend in ex- 
cess of $8,000 was received by the 
treasurer of the insurance group after 
eight death benefits had been paid 
during the fiscal year closing with 
October 1, 1927. A brief narration 
of the good works Attending the dis- 
tribution of several of the death claims 
was heard with pronounced attention. 

To facilitate the actions of future 
insurance committees the convention 
voted that members of such future 
committees shall be either residents of 
Boston or nearby points. 


Ernest Burrill Electrifies 


Ernest A. Burrill, the eloquent ac- 
tive exponent of the Men’s Four Mil- 
lion Dollar Campaign, electrified the 
shoe salesmen with a talk on the 
methods required to improve the shoe 
business through the employment of 
more scientific methods. Mr. Burrill’s 
talk before the retailers on Tuesday 
noon, as reported elsewhere in this is- 
sue, contains the main points eluci- 
dated with pithy chart arguments be- 
fore the travelers. He received a 
hearty ovation at the close of his ad- 


dress. 
The Election 


Homer Beals was placed in nomina- 
tion for the presidency for the ensuing 
year by former president Frank J. 
Weber, who unloosed an outburst of 
Daniel Webster eloquence that spell- 
bound the delegates to a point that 
nominations were immediately de- 
clared closed and Mr. Beals elevated to 
the presidency by the national secre- 
tary casting a single vote in his favor. 

There was a tight contest for the 
vice-presidency between Frank J. Lar- 
kin, former president of the Wisconsin 
Travelers, and Robert E. Smith, whose 
name was placed before the convention 
by Charlie Evans. Frank Larkin was 
declared elected by a vote of 101 to 81 
and the doughty boy from the Badger 
State was given a hearty ovation as 
he proceeded to the speakers’ table. 

“Tom” Delaney was reelected secre- 
tary and an increase in the emolu- 
ments of the office voted as an appre- 
ciation of the work done during the 
past year. 

Notwithstanding his persistent and 
sincere protests against continuing in 
office in lieu of increased expenditures 
voted by the association, Dave Davis 


[CONTINUED ON PAGE 86] 
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Who’s Who on the Road 


“Our Allied Trades Are Effectively Co-Operating for the Business 
Betterment of the Nation.”—Homer H. Beals 


ERRY W. SMITH of Columbus, 

Ohio, started the new year by sell- 
ing the popular-priced line of men’s 
dress shoes, made by the E. & T. Shoe 
Co. of Elizabethtown, Pa. Mr. Smith 
is covering Ohio and Indiana. 





ILLIAM G. 
KROPP of 
Great Falls, Mont., 
recently joined the 
' salesforce of the 
Ault-Williamson 
hoe Co., Auburn, 
e., manufacturers 
of “Constant Com- 
fort and Constant 
Style” shoes, and 
will cover Montana, 
Wyoming, Colorado 
and Utah for this 
house. Mr. Kropp 
became “sold” on 
this line during his valuable retail ex- 
perience as shoe department manager 
of J. A. Berger Co., of Great Falls, 
Mont., who features Ault-Williamson 
shoes. Charles R. Johnson of Zanes- 
ville, Ohio, has also recently joined the 
salesforce of Ault-Williamson Co., and 
will cover Washington, Oregon and 
Idaho. Mr. Johnson, too, has long had 
experience in selling Constant Comfort 
and Constant Style shoes at retail, hav- 
ing been manager for the past four 
ears of the shoe department of A. E. 
tarr Co., Zanesville, Ohio. With 
Messrs. Kropp and Johnson covering 
the Northwest, “Newt” Violette is now 
covering California. 





William C. Kropp 





HE Iowa Shoe Travelers’ Associa- 

tion held its first meeting of the 
season at the Hotel Fort Des Moines 
on Jan. 7 last. At this meeting of dele- 
gates for the National Shoe Travelers’ 
Association’s annual meeting in Chi- 
cago were appointed. A membership 
drive to secure new members was 
launched at that time. 





THE Philadelphia Shoe Travelers’ 
Association held its annual banquet 
recently at the Hotel Adelphia, Phila- 
delphia. This “get together” brought 
out an attendance of approximately 
100 men. President C. R. McClellan 
introduced Frank Fitzpatrick as toast- 
master. Frank, one of the most earn- 
est and able of the many efficient 
workers in the ranks of the “Quaker 
City” boys, was the recipient of many 
congratulations on his success in “put- 
ting over” such a successful dinner, as 
well as being a good editor. The re- 
cently issued bulletin published by the 
Philadelphia Shoe Travelers’ Associ- 
ation owes its existence and good ap- 





By HELEN M. HANEY 


pearance to Mr. Fitzpatrick. The 
guests of honor, and speakers of the 
evening were: Cal J. Mensch, secre- 
5 A and managing director of the 
Middle Atlantic Shoe Retailers’ Associ- 
ation; George Geuting, and John C. 
McKeon of Laird-Schober Shoe Co. 
Mr. Mensch paid a fine tribute to the 
members of the traveling fraternity. 





CONGRATULATIONS TO 
N. 8. T. A. 


(Eacerpt from talk at Chicago 
Convention) 





Homer H. Beals 
1927 N. S. T. A. Vice-President 


While I have no special report, 
such as I have given in former 
conventions, as chairman of the 
N. S. T. A. Railroad Committee 
I wish to say that I am justly 
roud of the achievements of the 
ational Association during the 
past year, under the able leader- 
ship of Charles W. Morrill. Not 
only has the National Association 
shown marked development but 
so has each of the N. S. T. A. 
locals. A splendid spirit of co- 
operation is evident among the 
national groups of shoe travel- 
ers, shoe manufacturers, whole- 
salers, retail shoe merchants and 
the tanners. The strong influ- 
ence of our united industry is 
everywhere felt and has made 
for the business betterment of 
the shoe and leather trade of the 
nation. 

The N. S. T. A. group life in- 
surance feature is a real bless- 
ing. Since it first became opera- 
tive in 1926, beneficiaries of thir- 
teen of our members have re- 
ceived $1,000 each, and all this at 
the small cost to the insured of 
$19.20 the year. I earnestly ask 
every eligible member of the 
N. S. T. A. to take advantage of 
this wonderful opportunity to 
protect their dear ones. 











ES C. WAITE, for 27 years 
with Atlas Shoe Co., is now asso- 
ciated with Goodwill Shoe Co., Hollis- 
ton, Mass., manufacturers of men’s 
and boys’ service shoes and will cover 
Greater Boston territory. 


OLONEL JIM 
RICHARD- 
SON, “young” 
veteran of Chi- 
cago shoe travel- 
ers, came back to 
his old stamping 
ground, to shake 


hands with the 
boys during the 
N. S. T. A. Con- 


vention and glad- 
den the hearts of 
many retail mer- 
chants and 
“Knights of the 
Grip” in attendance at the two big 
Chicago shows. Colonel Richardson has 
made numerous efforts to retire, locat- 
ing at one time last year at Kansas 
City, where he has two sisters, and last 
fall at Bear Lake, Mich., where his 
grandchildren reside.- The urge in the 
blood of this “old war horse,” however, 
to mingle with his kind whenever op- 
portunity arises always proves irre- 
sistible and, true to form, he returned 
to the ranks in Chicago during the 
days of Jan. 7 to 12 to participate in 
those activities which appeal to the 
heart of .the experienced shoe traveler. 
Vive Colonel Jim Richardson! 





Col. Jim Richardson 





ACCOMPANIED by his sister, Joe 
Kalisky, who represents Thompson 
Brothers in the Middle West, left Chi- 
cago directly after the N. S. R. A. con- 
vention for New Orleans, where. they 
will sail on Jan. 16 for their annua! 
winter sojourn in the West Indies. Mr. 
Kalisky plans to be in Havana during 
President Coolidge’s visit and looks for- 
ward to the pleasing possibility of Col- 
— Lindbergh flying there during his 
stay. 





ACK DAVIS sells the output of the 

Norridgewock Shoe Co.’s_ factory, 
with office at 141 Lincoln Street, and 
factory at Norridgewock, Me. Mr. 
Davis, long a member of the trade, has 
been connected with the Norridgewock 
“outfit” making infants’, children’s and 
misses’ shoes for the past six month 
H. C. Hussey is the “builder” of the 
footwear which Jack Davis sells. 


Among his new models for the little 
folks, Mr. Davis says that straps are 
favorites as well as Colonials, the la'- 
ter style being a very new “highligh'” 
of footwear fashion for the childr:: 
and infants’ run. . 
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0. MONT- 

¢ MARQUET 

of Peoria, IIl., 
represents the 
Rich Shoe Co. of 
Milwaukee. He is 
a “pal” of Orville 
Romig, and for- 
merly sold the A. 
G. Walton Co.’s 


However, he says 
that his slogan 
for 1928 is— 


A. O. Montmarquet 


“Work Harder.” 





MONG those interviewed at the 
Hotel Statler, Boston, during the 
days cf Jan. 3-5 was Andy P. Murphy, 
vice-president of the Wise & Cooper 
Shoe Co. of Auburn, Me. Andy also 
does a bit of traveling for his concern. 
He said: “I know that we are going to 
have the biggest year in 1928 that we 
have enjoyed in the 48 years of our 
business history. We have no labor 
troubles in our section, and the coast is 
clear for the biggest twelve months we 
have had since world-wartime prosper- 
ity. We are well covered as to leather 
and the advance in our prices, if at all, 
will be so slight that they can be read- 
ily absorbed by the retail shoe mer- 
hant. Our shoes have always been a 
ong-profit line.” 


EORGE A. PHILBRICK, recently 
joined the salesforce of Dodge 
Bros. and covers New York and Penn- 
sylvania for this house. Mr. Philbrick 
Was made his entry into the shoe trade 
again after a period of absence in 
‘Ywhich he engaged in other lines of 
Yactivity. Some years ago, he traveled 
or the Commonwealth Shoe and 
eather Co., and sold men’s shoes. 
And so this, his Dodge Bros. connec- 
ion, is new even to the extent of the 
listribution of women’s shoes instead 
pf shoes for masculine feet. Mr. Phil- 
rick when interviewed had just re- 
(Murned from a trip through his terri- 
ory and was much pleased with its 
esults. He says that he sold patent 
eather, honey beige suede, gray suede, 
and light colors in kid, in “snappy” 
pump and strap patterns. 


ARL STEPHENS, who covers 
fourteen States of the Union east 
of Pittsburgh and down through the 
irginias, about all of New England, 
ew Jersey, Delaware and Pennsyl- 
Mvania, for the James A. Banister Co. 
bof Newark, visited some of his old 
riends in Boston recently. Mr. Ste- 
phens lives in East Orange, N. J., and 
makes his headquarters at the Newark 
actory. He says that he is in hearty 
ccord with the N. S. R. A. $4,000,000 
ampaign to make men more shoe con- 
ious. He devotes his particular at- 
ention to the better grades. 


ILLIAM P. BRENNAN, who re- 
q signed from the salesforce of 
Richards & Brennan Co., Randolph, 
“yMass., about two years ago after an 
“*ssociation with that house for over a 
Buarter of a century, is now selling 
he product of seven other houses, but 
mstead of distributing shoes, he sells 
ntirely different lines, and yet he 
umbers among his customers many 
hoe stores. He says that retail shoe 


























BOOT AND SHOE RECORDER 


merchants like particularly his As- 
hagon Ashless Ash Trays, and small 
and large lamp shades, which he sells 
to chain stores in large amounts at 
wholesale prices. To show that his 
new “side line” business his growing, 
Mr. Brennan said that one day last 
week, he sold 300 small lamp shades. 


GENIAL Lindley Butterworth, sales 
manager of the Marion Shoe Co., 
makers of men’s welts at Marion, Ind., 
was a recent visitor in the Chicago 
market. Among other things he spent 
an evening at the Crystal Lake home 
of “Herb” Burton, former representa- 
tive in Chicago territory for the “Ma- 
rion” line and now comes the announce- 
ment that Mr. Burton has resumed 
the management of the Chicago terri- 





ry. 

Herbert Burton has many friends in 
the shoe trade of the Middle West who 
will read of his return to the shoe busi- 
ness with a lot of gratification from a 
business angle and with personal 
pleasure from the individual stand- 
point. 


AMES C. GIVREN, son of E. J. 

Givren of the E. J. Givren Shoe Co., 
recently started out to cover a wide 
stretch of territory for his house. He 
will make the main line towns, com- 
mencing with Albany, and Rochester, 
Cincinnati, Cleveland, going. as far 
west as Chicago. Mr. Givren recently 
became a member of the Boston Shoe 
Travelers Association. 








H E. CLARK, who represents the 
¢ F. Mayer Shoe Co., while making 
a trip in Northern Minnesota with a 
temperature ranging about 25 degrees 
below zero, ran into a man having a 
fight for his life with a timber wolf. 
Clark came to the rescue with a 
Martha Washington shoe grip and 
killed the wolf. “This is indeed a very 
commendable piece of bravery, and 
brings out the fighting spirit that 
salesmen need today,” says General 
Sales Manager, H. M. Crull, in com- 
menting upon this incident in “The 
Martha Washington Merchandiser.” 





“ALL-WAYS” 


(By Alfred E. Oldaker, special repre- 
sentative of “Prop-Her Arch Shoes,”” made 
by the Interstate Shoe Co. Al Oldaker is 
back in the shoe field once more with 
renewed “pep,” poetry, and shoe boosting, 
after what he terms “a short vacation” in 
Long Island real estate. “All-Ways” is 
sung to the tune of Irving Berlin's 
“Always.” ) 

Here’s a pretty shoe—ALL-WAYS 

Honest thru and thru--ALL-WAYS 

Fit snug at the heel, 

Comfort there to feel, 

With a style appeal, 

ALL-WAYS—ALL-WAYS 

Value unsurpassed, ALL-WAYS 

Made on the right last, ALL-WAYS 

“PROP-HER ARCH” means fit, 

Always make a hit 

“Prop-Her Arch” is “it”, 

ALL-WAYS. 

Proper—is the name, ALL-WAYS 

Proper—meeting fame, ALL-WAYS 

“Quality” is there 

“Style” and “Fit” and “Wear.” 

Each and ev-ry pair, 

ALL-WAYS—ALL-WAYS 

“Correct” in each detail, ALL-WAYS. 

Means “a ready sale,” ALL-WAYS. 

“PROP-HER ARCH” is best, 

Always meets the test, 

“Shoes” that will “suggest” 

—ALL-WAYS— 











ESLIE A. 

HUNT, direc- 
tor of Field Bros. 
Shoe Co., North 
Bridgewater, 
Mass., who trav- 
els New York 
State and Penn- 
sylvania for this 
concern, left New 
England right 
after the days of 
the sixth annual 
Boston Shoe 
Show, to cover 
“The Empire 
State.” Mr. Hunt reported when inter- 
viewed at the Hotel Statler last week 
that Field Bros. can make about 1800 
pairs per day in their new and doubled 
capacity plant, and that they are book- 
ing splendid business. President Wal- 
ter P. Field had two cars at the com- 
mand of buyers during the days of Jan. 
3-7, to take a 50-mile drive from Bos- 
ton to the plant to inspect the factory, 
which has been pronounced “one of the 
most modern shoe factories in the coun- 
try today.” This house distributes its 
product to the retail trade, as well as 
to the large chain and department 
stores. 





Leslie A. Hunt 





HARLES R. CALDWELL, of 

Greensboro, Ga., who for seven 
years or more sold shoes throughout 
the South for Johnson, Stevens & 
Shinkle Shoe Co. of St. Louis, and was 
considered one of the most successful 
representatives of that house in the 
Southland, recently joined the sales- 
force of John S. Gray, Inc., of Syra- 
cuse, N. Y. 


ILL DIVER, who has traveled New 

Jersey for the past 35 years, is out 
with the spring line of the Sylvania 
Shoe Co. of Philadelphia, and is now 
enthusiastically showing this line of 
growing girls’, misses’, and children’s 
welts and turns to his trade. Bill re- 
ports that he is booking some nice or- 
ders for future delivery. He has ar- 
ranged to be at his office at 11 North 
Fifth Street, Philadelphia, each Tues- 
day, where he will always be glad to 
greet his many friends. 


OHN S. WHITTEMORE, who 

travels New York State and New 
England territory for Krippendorf- 
Dittmann Co., reports an interesting 
incident witnessed by him recently 
while calling on his friend-customer, 
William J. Fleming, retail shoe mer- 
chant of Northampton, Mass., who is 
confined to the Dickenson Memorial 
Hospital with a broken leg as the re- 
sult of an automobile accident on Nov. 
24. While sitting chatting with Mr. 
Fleming, Mr. Whittemore writes, a 
bouquet of roses from the White House 
was sent into his room, a part of the 
bouquet which Mrs. Calvin Coolidge 
had sent to her mother, Mrs. Goodhue, 
who is a patient at the same hospital 
where Mr. Fleming is confined. Mr. 
Fleming, who for the past 20 years 
or more, has conducted one of the 
highest grade shoe stores of the coun- 
try, was driving home from his place 
of business on a foggy night, when his 
auto collided with a telephone pole, 
wrecking his machine, and Socubinn 
his left leg in several places; it will 
probably be several months before he 
will recover, says Mr. Whittemore. 
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IN STOCK 


In New Spring Styles and Materials 
Goodyear Welts and Special Process Shoes 

















“ I n a” 
Special Process 
Combination Leather Bow 
B296—Honey Beige Kid. .85.00 
B298—Plaza Grey Kid... 5.00 
B295—Patent Leather ... 4.75 


“New Bolo” 
Special Process 
Apna Leather ...$4.65 


159—Carmel Baby Oreee- 
Bie Calf 


“Delilah” “Clare” 


Special Process 
B126—Patent Leather.... 
B136—Beige Calf 


“Classic” 
Goodyear Welt—Cov. Heel 


B686—Genuine Taffy Alli- 
gator 8 
B692— Genuine Amber Alli- 














Terms: Net 30 Days 
Send for Stock Catalogue 


Special Process 
22/8 Heel 
B294—Dark Beige Suede.$ 
B282—Gray Suede 
B122—Honey paee Ee.» 


BS72—Patent Leather 
“Clare’’ in Cuban and Spanish 
Heels alsu In Stock. 


“Brooklea” 


Goodyear Welt 
12/8 Cov. Heel 
B184—Beige Calf—Beige 
Lizard Calf Trim 5 


THE MENIHAN COMPANY 


Pittsburgh Office: 
Henry Hotel 
W. A. BARNEY 


New York ag 846 Marbridge Bldg. 
W. MOYLA 
Cleveland omice: pace 7" Trust Bidg. 


E 
Chicago Oimee:” Ma gate Hotel 


F. J. 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 


Detroit Office 3 
H 


New England Office: 
Draper Hotel 
Northampton, Mass. 
ELLIOTT LA MONTAGNE 


San Francisco omeet Plaza Hotel 
Los Angeles Office: 107 East Sth Street 
EGRIF 


Book Cadillac Hotel 
CALVEY 





Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
Send for Catalogue for Other Styles In Stock 
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Satin and Kid Well in Lead 


as Florida Season Swings In 


Suede Waning as Atlanta 


Public Starts Buying for 


Palm Beach Sojourns 


ATLANTA, GA. (UTPS)—With the 
approach of the Florida season and 
with hundreds of women making pur- 
chases in anticipation of spending sev- 
eral weeks at Palm Beach and other 
Florida east coast resorts, satin has to 
a large extent replaced suede in the 
showing and sales of shoes. 

Two attractive satin models are of 
black satin with high heels and a back 
in a futuristic pattern and black satin 
with a gun-metal strap. The former 
has a silver piped vamp line. For 
evening, the demand seems to be for 
white satin—white satin with silver 
threads and a silver strap and heel, and 
white satin with a brocaded back and 
a silver strap. For afternoon wear 
with satin shoes, rhinestone buckles are 
becoming increasingly popular. 

Silk kid is rapidly gaining in popu- 
larity with the approach of the spring 
season. For afternoon wear two popu- 
lar shades of this kid are “dust” silk 
kid—a new shade—with a real python 
underlay and blond kid with a blond 
and brown dot combination. For even- 
ing, silver kid is becoming more popu- 
lar, plain silver kid being much in de- 
mand, as is silver kid with Paisley 
quarters, heels and vamp collar. Kid 
will apparently be as popular as satin 
this spring in Atlanta. 

Suede, which was so popular here all 
fall and, in fact, up until a week or 
so ago, is on the wane. Those going 
to Florida are demanding satins and 
kids, and when they return Spring will 
be well advanced and the demand for 
suedes practically over. However, 
suede will be the popular color for 
another two months for those who stay 
at home, and included in the list are 
gun-metal suedes, with silk kid straps, 
brown suedes with brown kid combina- 
tions and black suedes trimmed with 


gray. 

Indeed, gray is the most popular 
shade at the present time, being used 
as trimming where it does not form 
the basic color of the shoe. Some of 
the combinations using gray are black 
suedes with gray trimmings; lizard 
skins in tones of gray; gray lizards 
with black or gray ooze and suedes in 
gun-metal. Dust, blond and brown 
are the next most popular colors in the 
order named. 

For brides, plain white satin is popu- 
lar with white satin shoes brocaded at 
the back. Although repeated attempts 
have been made to introduce a more 








pointed toe, the short vamp and 
rounded toe still remain more popular. 

A development of the past two weeks 
has been the increasing demand for 
galoshes and kid boots. One sees ten 
times as many boots as were in evi- 
dence several weeks ago, and they are 
being steadily disposed of. These kid 
boots come in grey kid, brown kid with 
a blond lining, and blond kid with a 
brown lining. 


Palm Beach Stores Open 


PaLM BEACH, FLA. (UTPS)—With 
the advance of the social season and 
opening of the various hotels for the 
winter, many shoe stores are being re- 
opened. Hanan & Son are operating 
their own store on North Lake Trail. 
I. Miller has opened a branch in the 
Biltmore Hotel building, County Road 
and Sunset Avenue. 
Fifth Avenue Boot Shop, New York, 
are located in the Fashion Beaux Arts 
Areade and are featuring Frank 
Brothers Southland styles. A branch 
of Anthony’s, Inc., in the Breakers 
Hotel was opened in December at the 
same time as the hotel. Another An- 
thony branch will open with the Royal 
Poinciana Hotel on Jan. 16, and will 
be located in the hotel building. 


Whites Strong in Miami 


Miami, Fura (UTPS)—The white 
season is opening up in Miami. As 
soon as a tourist strikes the place he 
or she feels that white shoes are a 
necessity, so goes after them. From 
now on more and more will white foot- 
wear be seen on the streets. Of course 
every native Miamian is supposed to 
keep a supply of white on hand, for 
never is it out of place or season to 
wear a white shoe. 

Mr. Dittrich, manager of O’Berry’s, 
Miami’s popular bootery located in the 
main arcade of the city, prophesies 
that the coming season will run big 
on all styles of white. Dark shoes are 
never popular here. During the early 
winter light pastel shades have had a 
run in both straps and pumps. 


Irvin Porter with Cohen 


RICHMOND, VA. (UTPS)—The Cohen 
Company, Inc., 11 East Broad Street, 
has just secured the services of Irvin 
Porter, of Chicago, IIl., who has already 
entered upon his duties as shoe depart- 
ment executive. He was formerly with 
the Davis Company, a branch of Mar- 
shall Field & Company of Chicago. 


Frank Brothers, | 





Boston Style Show Ends 
with Big Banquet 


Boston, Mass.—The Sixth Annual 
Boston Shoe Show had as its grand 
finale a well attended banquet and din- 
ner dance and cabaret in Parlors A and 
B on the mezzanine floor of the Hotel 
Statler. Exhibitors, retail shoe mer- 
chants and executives of trade papers 
were present. One large table was sur- 
rounded by Doyle Shoe Serenaders, a 
male chorus of 35 voices, who rendered 
selections between courses and gave 
several after-dinner numbers. Morey 
Pearl’s Broadcasting Orchestra fur- 
nished the instrumental music for the 
singers and for the dancing. 

The “sensation” of the _ closing 
night’s performance of “Fashion’s 
Footwear Fancies of 1928” was Evelyn 
Nesbit Thaw, who came over from a 
fashionable neighboring restaurant and 
dancing salon to give a humorous 
reading. 

Manager J. G. Brown, George R. 
Walmsley, director of the Style Show, 
and Phil Melhado, director of ‘“Fash- 
ion’s Footwear Fancies of 1928,” were 
recipients of many congratulations 
from the trade on the success of the 
show. The New England Shoe and 
Leather Association, the New England 
Shoe Wholesalers’ Association, the 
Boston Shoe Associates and the Boston 
Shoe Travelers’ Association cooperated 
splendidly in focussing the attention 
of buyers from all over the United 
States, from Cuba, South America, and 
cross seas orf the market. 

John T. Hollis, general committee 
chairman, and T. A. Delany, secretary 
of the National Shoe Travelers’ Asso- 
ciation, also received special commen- 
dation for their good work in looking 
out for the reception and registration 
of visiting buyers during the busy days 
of the big New England show of Jan. 
3-5, 1928. 

Immediately after the Show many 
of the trade took trains for the Chicago 
convention. A representative of the 
Airport Corporation came to the Stat- 
ler on Jan. 5 to book reservations for 
any members of the trade who desired 
to stay in Boston until the last minute 
and then fly away for the N. S. R. A. 
“meet” on a nine-hour trip. Each plane 
is equipped to carry four passengers 
and baggage. 


Horuff Opens Another 


INDIANAPOLIS, IND. (UTPS) — The 
Horuff Shoe Company, with headquar- 
ters at 125 South Meridian Street, has 
added another retail store to its chain 
at 104 North Illinois Street; in the 
Traction Terminal Building, and will 
be known as the Terminal Bootery, 
featuring $4 ladies’ and men’s foot- 
wear. The store is in charge of M. 
Schwarzkopf. 
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If you are the 


Man We Want 






as you buy 











































. e MI 
here is more than a job Moto G a 
your r Car ~ a 
TF I could only be a partner—not just an em- -_. 
ployee.”” How many men cherish this dream. For sly 
how few the dream comes true. Riel 
But here is a business founded on co-partnership. When you set out to buy a motor car, you a 
; ; 3 New 
A business of 954 department stares every one of don’t just pick out a car that appeals to the Comn 
which is managed by a partner who shares in the p Beacl 
profits. A business in which many men Aave stepped eye, nor do you simply call up a personal ed ' 
forward to prosperity. , . 
=— friend who happens to be selling cars and ask the 0 
Not an easy business. Not a business for the faint- a " York. 
hearted or happy-go-lucky. But for those who can him to fix you up. Not a bit of it. You con- Rat 
; , : . ‘ clusiv 
qualify (and they doa't have to be supermen, either) sider the strength and reputation of the manu- been 
P 
it is an unusually satisfying business, offering unusual : : ‘ : distri 
rewards. facturer, and you investigate the car itself. The « 
The J. C. Penney Company, operating the largest You look under the hood and you check up tive, < 
chain of department stores in the world, is advertis- Z trade. 
ing for such men because new stores are being opened on its performance. Why not use the same ole 
so fast that it must have more of its kind of men to : ° rance? ge 
train for managership. We have added sixty-nine new care in the purchase of a busine 
tores in the past six months. ° 
Ee CENTRAL is today the largest and strongest 
We start you as a retail salesman, at an adequate ‘ i E, 
salary, in one of our stores. We help you to master mutual company in the United States engag- . 
the merchandising methods which have brought the ing in a general fire insurance business. For Po a 
J. C. Penney Company to its present position. We S Ps 
give you every encouragement. We want you to be- over fif ears it has provided the soundest open a 
al timb y P present 
ao ey aE kind of insurance protection and made prompt it is no 
Without financial investment, you are made a mana- svidend dressin 
ger as soon as you make the grade—and the sooner settlement for honest losses. By dividends ‘ In a 
. : av 
the better for all concerned. As manager, you have returned to policy-holders the actual insurance a 
not only your salary but a share in the profits of your ; ; Gites 3 
store and opportunity to share in the profits of all cost is reduced by 30%—a secondary consid- -. 
ee eration, but vitally interesting to the careful parime 
Do not answer this advertisement unless you are b — 
experienced in selling men’s wear, dry goods or shoes, be- uyer. ard : 









tween 25 and 35 years of age, have a good general Mr. 4 










education and are definitely determined to carve out _ : ; mas se 
a real future for yourself. If you have these qualifi- Write for. further in formation about a ae 
cations, confidential correspondence is invited. Ad- what Central offers you in quality of pro- then w 
dress our nearest office and ask for the story of the tection and in saving in insurance cost. selling. 





J. C. Penney Company contained in the booklet, 
“Your Next Ten Years.” 












Orgahieed — 
The J. C. PENNEY Company "s 2 ENTRAL 
330 West 34th Street Russ Bldg. 1010 Pine Street Manufacturers Mutual Insurance Company 






New York City San Francisco, Cal. St. Louis, Missouri hio 
Room 1502F Room 1322 Room 1049F of Van Wert. 0 ’ 
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Fire and Automobile Insurance for Select Risks 
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Gundlach’s Move 


SAN JOSE, CAL. 
lach’s, women’s shoe retailers, has 
moved from 170 South First Street to 
larger quarters at 196 South First 


Street. 


in the former location. 
ports that business has increased so 


rapidly during the last two years that | 


a more spacious establishment was 
necessary. The growth of the busi- 
ness is attributed to courtesy, fair 
dealing and reasonable prices. 

A complete and well equipped hosiery 
department has been installed in the 
new store. 


Miami Stores Opened 


for Winter Season 


MiAMI, Fua. (UTPS)—F rank Broth- 
ers have opened a branch of their Fifth 
Avenue Boot Shop in the Hampton Ar- 
cade, Miami Beach, Fla. The same 
character of stock as is carried in the 
New York shop will be offered at the 
Beach branch. 

J. and J. Slater, of Fifth Avenue, 
New York, have leased a shop in the 
Community Theater Building at Miami 
Beach, where they will open a high 
grade shoe shop similar in character to 
the one which they operate in New 
York. 

M. O. Fullman, Inc., a new and ex- 
clusive department store in Miami, has 
been appointed exclusive agents in this 
district for Laird-Schober footwear. 
The store arrangement is most attrac- 
tive, and caters to the highest class of 
trade. This firm is the successor to the 
late Burdine & Quarterman, Inc., de- 
partment store, which closed out its 
business some months ago. 


Enlarging Shoe Dept. 


PROVIDENCE, R. I. (UTPS) — The 
Boston Store, this city, is shortly to 
open an enlarged shoe department. The 
present department is a large one and 
it is now to expand and drive the hair- 
dressing parlor to another location. 

In the neighborhood of forty chairs 
have been ordered just for the new 
section. Mr. Joseph Wilcox, buyer, 
states that their business has grown to 
such proportions that the present de- 
partment is not near large enough to 
handle the business properly. He ex- 
pects to open the new section in a 
couple of weeks. 

Mr. Wildoc reports a banner Christ- 
mas selling of slippers of all colors. 
He maintains a well-displayed lot of 
them which accounts for the volume in 
selling. 


New Shoe Stores 


Robert Reuben, 108 Main Street, 
Chicopee Falls, Mass., shoe department. 

Musto Shoe Store, 393 Hanover St., 
Boston. 

Berg’s Shoe Store (J. Rothenberg, 
Propr.), Nashua, N. H. 
‘ — & Whirrett, Denison, Ia., shoe 
ept. 

Kelley Mercantile Co., Mena, Ark., 
shoe dept. 


(UTPS)—Gund- | 


The new store was opened with | 
a brand new stock of merchandise, | 
while the old stock was disposed of | 
Gundlach’s re- | 





Georgia Made Shoes 


for Georgia Boys 





BOYS.---Here’s a Georgia Shoe 
that’s got the world beat! 














Use Plane as **Ad”’ 


BALTIMORE, Mp. (UTPS) — The 
“Newark Flyer,” the aeroplane em- 
ployed by the Newark Shoe Stores Com- 
pany, was used recently in an “air” 
advertising feature. This plane flew 
over the city during the noon hour when 


| the Saturday afternoon shopping crowd 
| was the biggest and dropped advertise- 


ments regarding the Newark shoes and 


| the great sale of women’s shoes, fifty 
| thousand of which are being 


sold 
throughout the country at nearly half 
price. In addition to this free shoes 
were dropped. People have heard of 
rain, snow, etc., coming out of the skies, 


| but it remained for the Newark Shoe 
| Stores Company to send free shoes out 
| of the sky. This is the first time in the 
| history of the local shoe industry that 
| an aeroplane was employed in sky ad- 


~ 4 Georgia 
product C y 


Boys—here’s the latest! Here's 

the new style in Boys’ Shoes— 

Muse's new “GA”™ tn 

black or tan ie rd 

equipped with ru bt M ‘ y Shoe for Boys. 
You know about it (it is $3.76 
2 


been tested and proved to be 
a world beater at $4. 


» sites } to 6) The Muse 
Actoy Shoe stands second to 
w 


Scotch grain 


leaking in nobby 
1 the world 


ned t has got 

and man@facturcd complete 
right up here in Buford, Ga., 
about 40 miles ivorm: Atlanta 

Even the strong shoe thread ny ~ 
used in sewing the teachers fr: shoes 
right place OT EM -MAe. vm ha jo tl 
The thread is made in Atlanta. riding a bicycle dces to you! 
by a man who st oe- Get into Muse's A” ox 
thread making by himeelf ford. and be a Geni 
until he had developed a 
thread that beat the whole 


y Georgia -made, of 
materials, by Georgia 
he heve made good 


ing this entur secret ad get your pair right 
now! 


until it was just right, and had 


Here’s an unusual advertisement that 
sold several hundred pairs of “Georgia 
Made” shoes to Georgia schoolboys. 

During the past year there has been 
considerable agitation among Georgians 
to use “Georgia Made” products, eat 
“Georgia Grown” foods and so on. But 
while the boys were interested in it, 
they had no very active part in the cam- 
paign until the Muse Company, At- 
lanta, hit upon the idea of a “Georgia 
Made” shoe for boys. 

As a matter of fact, there are several 
large shoe factories in the State. But 
no one had considered the fact that they 
were using Georgia products to produce 
Georgia goods. After a little investi- 
gation, the Muse Company discovered a 
shoe factory in Buford, Ga., that was 
making shoes from Georgia hides, tan- 
ning them and manufacturing them 
complete in its plant. Note how the 
advertising makes the most of the 
“Made in Georgia” movement. (UTPS) 


Harvey Shoe Shop Opens 


PROVIDENCE, R. I. (UTPS).— The 
Harvey Shoe Shop, an independent shoe 
store, opened here this week. Alex. 
Epstein is the manager. 





Mr. Epstein reports a very good 
record for the few days since the open- 
ing of the store. His best seller so far | 
has been a brown alligator pump with | 
one-strap. 


vertising. 


Boots Are Big Sellers 


in Cincinnati Stores 


CINCINNATI, OHI0.—Local retailers 
report December shoe sales up to ex- 
pectations. Boots were the big movers 
of the month and have continued good 
thus far into January. A heavy snow 
on New Year’s Day and the thermom- 
eter registering below zero caused sev- 
eral retailers to place boot orders for 
immediate shipment. The general 
opinion is that boots will hold up good 
well into spring, in fact, as long as 
weather is the least bit rough. The 
honey beige shade is expected to be 
among the best movers for early spring 
and black patent popular throughout 
the season. 

Sales during the ten days following 
Christmas were much greater than 
those for the ten days preceding the 
holidays, according to H. E. Morisse, 
shoe department manager of Irwin’s 
Fashion Shop. Business for the first 
half of 1927 was not as good as that of 
the same period of 1926, but the last 
six months of last year showed a large 
enough increase over the last half of 
the year before to overcome the dull pe- 
riods and Mr. Morisse said that busi- 
ness as a whole showed a nice increase 
over 1926. Boots are continuing to sell 
well. Honey beige will be among the 
leading shades for spring. Mr. Morisse 


| thinks the retail shoe business outlook 


for 1928 is very good and expects a 
steady and conservative trade instead 
of rush periods and dull periods as 
prevailed through last year. 

A very nice after-holiday business is 
being enjoyed at the Queen Quality 
Boot Shop, Fred Haga, manager, re- 
ported. The Christmas and New 
Year’s rush cleaned up the Queen Qual- 
ity stock to where a light sale will have 
them all fixed for the spring stock. 
Brown kid is moving well, Mr. Haga 
said, and black patent is very good. 
Mr. Haga thinks 1928 will be the big- 
gest year shoe retailers have ever had. 


Baron Shoe Moving | 


PORTLAND, ORE. (UTPS) — Estab- 
lished in 1897, the Baron Shoe and its 
founders, Samuel Swirsky and Louis 
B. Senosky, will move into new and 
more pretentious quarters early in 


| February on South Morrison Street. 
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Store Lighting Show 


at Ohio Convention 


CoLuMBUS, OHIO (UTPS)—lIn order 
to show the most modern methods of 
store and window lighting, with espe- 
cial reference to retail shoe merchants, 
the conventién committee for the an- 
nual convention of the Ohio Valley Re- 
tail Shoe Dealers’ Association, to be 
held at the Deshler-Wallick Hotel, 
Columbus, Feb. 13 to 15 inclusive, 
has secured an expert from the General 
Electric Company to give a description 
and demonstration of the last word in 
store lighting arrangements. This talk 
and demonstration is being looked for- 
ward to with much interest as retailers 
in boots and shoes have awakened to 
the wonderful possibilities in store and 
window lighting. 

The convention committee consisting 
of J. J. Baird of Columbus, P. J. Myer 
of Dayton and Secretary C. E. Dittmer 
of Columbus is working on another 
feature which, it is promised, will be 
a most interesting discussion of shoe 
retailing. Other features are being 
added to the  — from time to 
time and the best convention in the 
history of the association is assured. 

One of the big features will be the 
session devoted to the past, present and 
future when all past presidents of the 
association will have part. A large 
majority of the living past presidents 
have signified their intention of attend- 
ing and participating in the session. 

Reservations for exhibits, located on 
the fourth and fifth floors of the hotel 
are coming in rapidly and the success 
of the convention from that standpoint 
is assured. About 85 per cent of the 
rooms have been reserved and indica- 
tions point to more than 100 different 
displays of spring footwear. 

Reservations for members are also 
coming in fast, indicating an extra 
large attendance. These reservations 
are being made largely through Secre- 
tary Dittmer of the association. 


Louisville Store Changes 


LOUISVILLE, Ky.—Two of the large 
shoe stores in town are remodeling 
their interiors so that needed space may 
be allotted the fast growing depart- 
ments. In the Byck store the men’s 
shoe section has been discontinued, no 
more men’s shoes will be sold by Byck. 
The space formerly occupied by this 
department will be thrown into a 
greatly enlarged hosiery and accessory 
department. 

At the Boston Shoe Co., the inclined 
ramp leading to the balcony, children’s 
shoe department, will be done away 
with, This change will tend to relieve 
the crowded condition now existing in 
the high grade women’s shoe section. 
Approximately three times the present 
space will be allotted this already large 
department. 


Heads Commerce Chamber 


York, Pa—Lee Reineberg, promi- 
nent shoe merchant of this city and 
treasurer of the Middle Atlantic Shoe 

tailers Association, was elected presi- 
dent of the York Chamber of Com- 
merce at a recent meeting. Mr. Reine- 
berg has been an active worker in civic 


Grober Consolidates Stores 


Fort SMITH, ARK. (UTPS)—Albert 
Grober, in the shoe business at Fort 
Smith for the last 32 years, has con- 
solidated his Guarantee store at 800 
Garrison Avenue, and his Star-Brand 
store, at 903 Garrison. 

The stock from the Guarantee store 
was moved by truck this week to the 
Star-Brand store. Grober was forced 
to consolidate when the building at 903 
Garrison Avenue, was leased to the 
McCrory Chain stores. He expects to 
open another store within the next 
several months. 


Sandel and Schanzenbach 


Buy Dorn Shoe Co. 


LEVELAND, OHIO (UTPS)—A. R. 
Sandel and Carl Schanzenbach have 
purchased controlling interest in the 
Dorn Shoe Co. from Albert A. Dorn, 
the founder. Business will still be 
operated under the same style. 

Mr. Sandel is an experienced shoe 
man and familiar with the Cleveland 
clientéle, having been connected with 
the Dorn shoe store on Public Square 
for 23 years, serving as manager for 
17 years. He has seen many changes 
on the square and in the Cleveland shoe 
trade as well. 

Mr. Schanzenbach learned the busi- 

ness at Dorn’s several years ago. Since 
then he has served as manager of the 
Ground Gripper store at Pittsburgh, 
Pa., and was connected with the Wm. 
Taylor & Son Co. store and the Ground 
Gripper store in Cleveland for a short 
time. 
A. R. Sandel, manager of the Dorn 
Shoe Co. store, reports an exceptionally 
good Christmas season. He anticipates 
an active business during 1928. 


Reduced Rail Fare for 


Northwestern Convention 


St. Paut, Minn. (UTPS)—The rail- 
roads have recognized the coming con- 
vention of the Northwestern Shoe Re- 
tailers Association by offering reduced 
rates from points in Minnesota and the 
Dakotas to the Twin Cities. The rate 
is a fare and one half based on a 
minimum attendance of 150. The rate 
is on the certificate plan, going March 
8-14 and returning the 17th. The con- 
vention is March 12-14, in Minneapolis. 


Enlarging Men’s Shoe Dept. 


BALTIMORE, Mp. (UTPS)—Extensive 
remodeling and improvements will be 
made to the men’s footwear depart- 
ment of The May Co., Howard, Lexing- 
ton and Fayette Streets. This depart- 
ment is located on the main floor of the 
Fayette Street building, which is being 
given over entirely to men’s wear. The 
shoe department will occupy a sub- 
stantial part of the floor, being about 
twice its former size. New display 
cases and tables and shelving will be 
installed and the department otherwise 
modernized to make it one of the best 
and up-to-date men’s footwear depart- 
ments in Baltimore. Surety Sixes, a 
regular May Department Stores Co. 
brand, as well as other men’s footwear 


Rebuilt Shoes ‘““Traded In” 
Are Given to Needy Poor 


PITTSBURGH, Pa. (UTPS) — Over 
10,000 pairs of rebuilt men’s and 
women’s shoes were distributed to the 
needy on New Year’s Day through 
the combined efforts of Holebrook & 
Petty’s Men’s Shop and Petty’s Bootery, 
both in the Jenkins Arcade, in carry- 
ing out a plan to encourage customers 
to discard their old shoes for a bright 
new $2 bill. 

This was the sixth annual gift of 
the two stores to the needy of Pitts- 
burgh, and was a charity in which 
patrons of the store shared directly by 
availing themselves of the store’s offer 
during the allotted period of two weeks 
preceding Christmas. 

Window displays in which many crisp 
$2 bills were to be seen along with 
signs and other attractive matter, along 
with clever advertisements, raised the 
number of those taking advantage of 
the unusual offer 2000 over last year’s 
mark of more than 8000 customers. 

The plan consists in making an al- 
lowance of $2 on the customer’s old 
shoes, whether those worn or a pair 
specially brought in for the purpose, 
when purchasing a new pair at the 
store’s regular prices. 

The shoes thus obtained are rebuilt 
in the Holbrook & Petty shoe rebuild- 
ing plant on Stanwix and Penn Ave- 
nue, near the Jenkins Arcade, ard 
given to the poor as the new year is 
ushered in. The store gains in patrons 
and prestige through newspaper 
writeups and the natural notoriety at- 
tending such an unusual offer. 


Manhattan Store Moving 


BALTIMORE, Mp. (UTPS)—A change 
in location will be effected by the Man- 
hattan Shoe Store shortly after the 
opening of the new year, possibly 
around Jan. 15. The concern will take 
over the ground floor of the building at 
320 West Baltimore Street, which is 
now being completely remodeled and im- 
proved to meet the requirements of the 
men’s exclusive shoe store. The store 
is at present located at 308 West Balti- 
more Street. More than twice as much 
floor space will be had in the new loca- 
tion as in the present, and it will enable 
the concern to better meet the growing 
needs of its clientele. Men’s shoes will 
be featured exclusively as at the pres- 
ent location, according to present plans. 
A hosiery section will also be opened. 


Sabatino Bros. Moving 


BALTIMORE, Mp. (UTPS)—New and 
larger quarters in the Gay Street busi- 
ness section will be opened in Febru- 
ary by Sabatino Bros., dealers in 
leathers and shoe findings. The con- 
cern is having a new building erected 
at 334 North Gay Street, which will 
be completed about Feb. 1. When fin- 
ished, it will be one of the most modern 
and up-to-date leather and shoe find- 
ings establishments in Baltimore. In it 
the concern plans to carry an extensive 
and complete line of all leather and 
shoe finding necessities. It is one of 
the largest and best known concerns 
of its kind in this market. At present 
it is located at 327 North High Street. 








affairs for a number of years. 


brands, are being carried. 
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Evangeline 


Black Patent. 
Spike and Cuban Heels 


Honey Beige Kid. 
Grey Kid. 
Honey Beige Suede. 
Patent and Suede. 
Perforated like Muriel. 
Spike Heels—AA-C. 
$4.60 























Sil 


Muriel 
Black Patent. 
$4.25 
Grey Suede. 
Honey me Suede. 
$4.60 


Silver Kid. 
Spike Heels—AA-O. 
$4.85 





Rosalie 


Black Patent, with Fancy 
Patent Trim. 
Black Patent, with Lavender 
Silk Kid. 
$4.60 








Honey Beige Kid, with Honey 
Beige Silk Kid. 
Honey Beige Suede, with 
Honey Beige Silk Kid. 
Grey Suede, with Grey Silk 


Kid Trim. 
Spike Heels—AA-C. 
$4.85 


Black Patent, with Rose Blush 

ilk Kid Trim. 

Spike Heels—A-C 
$4.25 







Mona 


Black Patent, with Honey 
Beige Silk Kid. 
Honey Beige Suede, with 
Honey Beige Silk Kid. 
Spike and Cuban—AA-C 
$4.60 
















Boston Show buyers O.K.’d 
these very styles. The same 
smart patterns that enjoyed 
greatest activity are here— 
ready for immediate de- 


Y’vette : 
pa age Mey livery. When you sell 


MERCHANTS SHOES you 
always sell up-to-the-minute 
style! 
Yours truly, 
Geo. M. Rosen, Gen. Mer. 




















Lucille 
Grey Kid, with Silver Kid 
Piping. 
Rose Blush Kid, with Gold 
Kid Piping. 
Black Patent, with Gold Kid 


Piping. 
Spike Heela—A-C. 
$3.85 
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57 Lincoln St. 
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Winter Sports Move Heavy Rubbers 


Try a Trim Suggestive of Play in Snow-Time with Rubber 
Boots and Hunters’ “Kits” in Foreground 


EAVY rubbers sell to good 
H advantage everywhere’ in 

Northern climes when fea- 
tured in an outdoor trim. Even if 
snow is not on the ground, 
it usually comes when the 
merchant, as well as the 
public, is the least prepared 
for it. And it is always 
well to look ahead to the 
snowy, as well as the rainy 
day! The growing popular- 
ity of winter sports is a 
modern condition which is 
capitalized as an important 
trade factor in selling more 
rubber boots and galoshes. 
In the old days, “heavies” 
were relegated to the rear 
of the store, or kept out of 
sight underneath counters, 
but now progressive mer- 
chants are prominently plac- 
ing them right in the win- 
dow’s foreground, ’midst all 
the outdoor “atmosphere” 
possible. 


OTEL men say that 

their winter’s business 
from the sports loving crowd prom- 
ises to break all records. For many 
weeks past, proprietors of fashion- 
able inns have been sending litera- 
ture to the public showing “action” 
views of ice and snow carnivals. 
Railroads have been aiding the 
good work. Magazine articles have 
been telling “the world and his wife” 
about what to wear in “The Great 
Outdoors.” The stage has long since 
been all set for the retail shoe mer- 
chant to “idealize” his rubber boots 
and galoshes for sports wear as well 
as for utility wear. 


QUOTATION from the articles 

of some well known sports au- 
thority, printed on an attractive sign 
and placed in the store window near 
the merchandise shown, helps the 
sale of more pairs. For instance, 
beside a pair of hunting boots with 
leather tops and rubber bottoms the 
folowing wording on the window 
card might be used: “For swampy 
country, nothing equals the light 
weight hunting shoes with leather 
tops and rubber bottoms, says Mau- 
tice H. Decker in his article on ‘Out- 
of-Doors’ Saturday Evening Post.” 


If you cannot arrange for a scenic 
background, a_ gray-blue_ curtain 
draped with festoons of silver flow- 
ers, or better still a silver cloth 


A suggestion for a shoe store window trim in which 
rubber footwear is featured for play and practical 
wear, with realism added through a country snow- 


scene background 


drape, gives an effective touch of 
realism. 


NE of the big department stores 
of a large city recently showed 
pictures of winter carnivals in 





HOW BYCK SOLD 
MORE GALOSHES 


Louisville, Ky.—Dan Byck, re- 
tail shoe merchant here, recently 
had the same idea as Anthony H. 
Geuting, president of the N. S. 

A., about shoes rivaling pearls 
in the apparel of the well-dressed 
woman. But instead of “under- 
shoes,” as referred to by Mr. 
Geuting, Mr. Byck developed his 
thought along the line of over- 
shoes: 

While the college girls of this 
city were home on their Christ- 
mas vacations, Dan Byck made a 
“big hit” for his store by placing 
a number of the new one-strap 
galoshes in his window, with 
enameled and rhinestone initialed 
pins ordinarily used to adorn 
handbags, fastened in the front 
center of the strap of the right 
shoe. Hats off to Dan! Who’s 
next with an idea for selling 
more pairs of rubber footwear? 











the Lake Placid region. Around 
these pictures were grouped men’s 
sweaters, woolen caps, mufflers, wool 
sports hosiery, rubber soled leather 
boots, and rubber boots. The 
ensemble idea in showing 
rubber boots, galoshes and 
other rubber soled footwear 
for country life in the out- 
doors has been cleverly used 
in many places to sell more 
pairs. This plan is used to 
move more men’s as well as 
more women’s merchandise. 
In the opinion of a New En- 
gland retail shoe merchant 
doing a rapidly developing 
business on men’s shoes: 
“Every added accessory with 
which you surround a pair 
of men’s rubber shoes in- 
creases the demand for that 
pair by as many times as 
you have different items of 
other merchandise in the 
display.” To illustrate, if 
in addition to a pair of 
galoshes, or rubber boots, or 
leather rubber soled boots, 
you show scarfs, sweaters, 
sports hosiery and woolen caps, you 
give to the shoes shown four times 
the appeal that you would make if 
you showed the rubber footwear by 
itself or placed beside a pair of 
leather shoes. The same axiom is 
true also of leather footwear—its 
sale is accelerated by the number of 
its accessory “neighbors.” 


EN like to buy all their out- 

door sport equipment without 
very much trouble and all together. 
If the hunter or other sportsman can 
purchase it all in one store, he oft- 
times argues, “Why go further?” 
On the same principle, merchants in 
many cities are appealing to wo- 
men through the stormy-day fash- 
ionable apparel ensemble. For in- 
stance, Sommer & Kaufmann, Inc., 
of San Francisco, Cal., have dis- 
played and sold many pairs of color- 
ful novelty galoshes through the 
showing in windows and inside the 
store of colored raincoats. 


Mix a little hustle with hope—add 
inspiration with perspiration — and 
stir in determination with desire—it 
makes an excellent formula for SUC- 
CESS.—From Nettleton Table Talk. 
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In Every Clime 


There is the correct shade in 


New Castle Kidskins 





Spring Colors to match your judgment with 


No. 618—Biscuit No. 74—Plaza Grey 
No. 650—Meerschaum No. 900—Rose Blush 
No. 901—Rose Blush No. 2 No. 625—Pastel Parchment 
No. 3—Stroller Tan No. 2—Crystal Kid 
No. 172—Marron Glace No. 5—Crystal Kid 
No. 1310—Serge Blue No. 7—Crystal Kid 
No. 17—Shell Grey No. 12—Crystal Kid 
SAMPLES 


from Room 1702 
100 Gold St.—N. Y. C. 
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Multiplying Net Profit by Two 


wanted to wait for others, and of 
course the usual group who gave 
three cheers for the plan provided 
somebody else would pay for it. But 
the retail expression to date indi- 
cates clearly that the trade needs 
and wants this Four Year Men’s 
Campaign. 


HEREFORE, at the opening of 
1928, at the time when some of 
the more optimistic believed that the 
publicity would be underway, the 
situation is exactly this: The fund 
is a reality, and has already reached 
a substantial total, but is not any- 
where near the point that is neces- 
sary to undertake the expensive ad- 
vertising contracts which are basic 
in the campaign plan. The fund 
would be large enough and the pub- 
licity would be underway if those 
who have already been approached 
and have voiced their approval 
would be a little faster to say so in 
language that is understood in 
banks. In other words, if those who 
have “spoken up” would also “sign 
up,” this address of mine today 
would have a different character. 
There are exactly three things 
needed to make this Four Year 
Men’s Campaign an_ outstanding 
success. These three things are 
“confidence,” “cohesion” and “cash.” 
Confidence is belief, faith, trust, 


[CONTINUED FROM PAGE 53] 


ambition and determination. Confi- 
dence that something CAN and 
SHOULD be done about this serious 
condition in the men’s shoe industry. 
Confidence that a four-year plan of 
national advertising and merchan- 
dising, bought and paid for by those 
who will enjoy its benefits and ad- 
ministered by a competent organ- 
ization, CAN and WILL improve the 
men’s shoe business. Confidence 
that such a plan CAN and WILL in- 
crease the consumption of men’s 
footwear in exactly the same way by 
which other commodities have 
claimed a greater share of the family 
income. Men’s shoes have been 
crowded out of the weekly payroll. 
Men’s shoes can be “crowded in,” to 
the benefit of that man and the en- 
tire industry. 

In the thousands of calls and re- 
calls which have thus far been made, 
there is yet to develop one single un- 
answerable reason why this proposed 
campaign should not go over. And 
go over with the same success which 
has attended similar efforts in other 
industries. 

Gentlemen, you have a_ sound 
proposition before you. Never again 
will a shoe industry campaign be 
worked up to the degree now at- 
tained by this movement. 

Doubling the men’s shoe business 
is too much to expect. If 80,000,000 





pairs develop into 100,000,000 pairs, 
that would be 25 per cent increase. 
At $6 per pair, that means more 
than $100,000,000 of top volume re- 
stored to the industry. Is such a 
restoration worth $1,000,000, or 1 
per cent? 

A 3 per cent increase in men’s 
sales will pay your cost. Twenty 
per cent increase will double the net 
profit in the average store. The 
profit on one extra pair per week 
will cover your quota. Unless your 
men’s business is over $20,000, 25 
cents per day will cover your allot- 
ment in this big four year plan. 


HE terms of participation are a 

series of eight dated checks or 
acceptances, payable at six months 
intervals. The funds are accumulated 
in a trustee bank, from which they 
cannot be spent without the approval 
of a committee of three, one from 
each branch of the industry. 

The best New Year’s resolution 
that you can make is to resolve be- 
fore you leave Chicago that your 
name will be added to hundreds of 
others who have already shown their 
evidence of Confidence, Cohesion and 
Cash, that the list may swell to thou- 
sands, yes, tens of thousands of those 
who believe in the movement, who 
will be benefited directly by it, and 
will back it in bankable terms. 


Henry W. Peters Dead 


ENRY W. PETERS, head of the 

Peters Branch of the Interna- 
tional Shoe Company, and one of its 
organizers, died at his home here 
late Sunday night. His death marks 
the passing of one of the most suc- 
cessful shoe men this country has 
ever seen, and, incidentally, of one 
who, by his efforts, laid the perma- 
nent foundation for the present St. 
Louis Market. 

Mr. Peters was born in St. Louis, 
Feb. 14, 1856, and his early educa- 
tion was had in the public schools of 
that city. During vacation he 
worked in his father’s store in the 
little town of Bay, Missouri. At the 
age of sixteen he became a shipping 
clerk for Claflin, Allen & Co., shoe 
jobbers. Two years later he con- 
vinced his employers that he could 
sell, and three years after that so 


well had he made good on his promise 
that he was top salesman for the 
company. In 1885 Mr. Allen died, 
and the firm was reorganized with 
Mr. Peters as vice-president and gen- 
eral manager. 

Later another reorganization 
changed the name to the Peters & 
Miller Shoe Company, with Mr. 
Peters as president. Until 1889 they 
had jobbed shoes exclusively. In 
that year, however, they began 
manufacturing in a small plant. In 
1892 the Peters & Miller Shoe Com- 
pany became the Peters Shoe Com- 
pany with Mr. Peters as president. 
From that time on manufacturing 
plants were built as their need was 
felt, one after the other until the 
present magnificent line up of fac- 
tories was completed. 

The growth of the company under 


Mr. Peters’ leadership is well illus- 
trated by the fact that from 1892 
when he became head of the com- 
pany to 1911 when the International 
Shoe Company was organized, gross 
shipments had increased from about 
$750,000 to nearly $7,000,000 a year, 
and, although there had been several 
increases in the capital stock during 
that period and despite the fact that 
the per pair profit has always been 
kept low, so rapidly has the stock 
been turned that dividends have been 
maintained at an annual rate of 
nearly 30 per cent. 


URING recent years Mr. Peters, 

while taking a fairly active in- 
terest in the management of the 
Peters Branch, has delegated much 
of the responsibility to his son, Ed- 
win Peters. 
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C 
Cutting Nippers 
UWC-Bernard 


Three thoroughly dependable nip- 
pers for tack cutting are G/C, 
Climax and Bernard. Each is guar- 
anteed to perform satisfactorily its 


specific purpose. 


The GC Tack Cutting Nipper, — 


which is probably the most generally 
used, is strongly built of the best of 
tool steel and is cleverly curved to 


secure the most efficient results. Cli- 
max and Bernard are equally well 
made, Climax offering the desirable 
feature of removable jaws while Ber- 
nard is of compound construction. 


These three nippers are for cutting 
tacks only. There are other nippers 
in the W/€ line suitable for heel 
nails and the like. 
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United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 


otem, Sie, Ot 2S Chicago, 18 South Market New Orleans, 216 Chartres Rochester, N. Y., 130 Mill 
Brockton, Mass., 93 Centre Haverhill, Mass., 145 Essex arlboro, Mass., St. Louis, 1423 Olive 
“mcinnati. 708 Broadway Johnson City, N. Y., 276 Main Milwaukee, 258 Fo-rth Philadelphia, 221 North 13th San Francisco, 859 Mission 
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———{_ SHOE TREES ; 











‘ 


“Great oaks from little acorns grow” 


ND speaking of profits derived from trees—do not over- 
look Miller Shoe Trees in the “‘side-money’’ possibili- 
ties of your store. 


Miller Trees are not space eaters. They are neat and busi- 
nesslike in looks—and they are adjusted with one simple 
motion of the hand. 


Every customer is a tree prospect. Its easy to carry the 
pride in a pair of new shoes over to a pair of trees to keep 
those shoes new and comfortable. 


Let us tell you how other merchants are making Miller Trees 
bear a bumper crop of profits. 


QO. A. MILLER 


TREEING MACHINE CO. 
4 BROCKTON, MASS. 


* 





















78 





BOOT AND SHOE RECORDER 








January 14, 1928 








WHERE TO BUY 


Men’s Shoes 





HENRY LILLY CO. 
11@ Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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() M. A. PACKARD CO., Makers (P) 
BROCKTON eee 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. &. A. 

MEN’S FINE SHOES EXCLUSIVELY 

















Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 






















| ee 
a 


BOSTONIANS 




















SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 

"Che Cantied Stock 
11 Seuth Street 
Bestee 











Shoe Market News 
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NATIONAL NEWS 


SATURDAY, JANUARY 14, 1928 





EVERY WEEK 





New President 
For American 
Hide & Leather 





J. C. Lilly Resigns but Re- 
mains as Director; Carl F. 
Danner Elected 


The American Hide & Leather Co. 
announces the resignation as its presi- 
dent of J. C. Lilly, who has held that 
position for the last four years and 
who, during that time, has made an 
enviable record in guiding his com- 
pany out of the depression arising 
from the necessity of liquidating large 
stocks of leather at post-war prices. 
Mr. Lilly, however, remains on the 
board of directors. 

In his place has been elected Carl 
F. Danner, a member of the firm of 
McCrossin & Co., industrial engineers, 
who resigned recently as president and 
treasurer of the Pine Grove Tanning 
Co. of Pine Grove, Pa., which he reor- 
ganized. He also was instrumental in 
reorganizing the Continental Leather 
Co. of Philadelphia, taking that con- 
cern out of banking control and liqui- 
dating it at the rate of $160 a share. 

At the same meeting at which Mr. 
Danner was elected president a new 
executive committee was also elected 
consisting of Claude Douthit, newly 
elected chairman of the board; J. Roy 
Allen, Carl F. Danner, Edgar M. Wil- 
liams, Scott McLanahan and Floyd Y. 
Keeler. Samuel Haight of Boston re- 
mains vice-president. 

During his four-year term as presi- 
dent of the company Mr. Lilly has 
been able to build a substantial busi- 
ness at a profit. During two of the four 
years he showed a profit of $500,000 
annually. This year will show about 
$300,000 and the four-year average will 
be close to $350,000. 

In the meantime a large inventory 
of old leather has been liquidated so 
that the merchandise today is around 
$5,000,000, as compared with the pre- 
vious figure of $9,000,000. One mil- 
lion eight hundred thousand dollars 
have been devoted to retiring preferred 
stock. Bank loans have been reduced 
from $4,500,000 to from $1,500,000 
to $1,750,000, and quick assets to lia- 
bilities are in the ratio of four to one; 
so the company is in snug shape for the 
future. 

There is no doubt that Mr. Lilly, still 
a young man, can see for himself, a 
better opportunity in organizing his 
own company or becoming an active 
partner in an already established 
leather business of less magnitude in 











capital shares. 











Cincinnati Expects 
Capacity Factory Runs 


CINCINNATI, OHIO.—The outlook for 
the next few months in local shoe man- 
ufacturing trade is bright and factory 
representatives are confident that the 
year 1928 will bring business at least 
on a par with or better than that 
during the past twelve months. Orders 
booked in December, 1926, were much 
greater than those in the same month 
of 1927, which is attributed to ex- 
tremely warm weather that lasted well 
into fall of last year, leaving retail 
merchants with considerable stock to 
carry into the last month of the year. 
Manufacturers believe that bookings 
will be heavy through the next thirty 
days and operations in the local mar- 
ket will be increased to 100 per cent 
capacity. 

Commenting on the situation which 
manufacturers are facing, John G. Hol- 
ters, president of The United States 
Shoe Co., made the following state- 
ment: 

“One of the major problems of shoe 
factories at the moment is the advance 
in the price of leather and its effect 
on manufacturing costs. In the last few 
weeks leather prices have reached higher 
levels and prospects are that present 
prices will be firmly maintained and 
possibly go up again. Consideration of 
styles shows that the demand for col- 
ored shoes for women will be active. 
In this category will fall colored calf- 
skin and kidskin. Among the leading 
shades will be honey beige; grays will 
be very popular and light colored 
suedes with kidskin trimmings will be 
worn by many women. Black patent 
will be as much in favor as ever and 
a large percentage of orders will call 
for this material.” 

L. S. Roth, president The Roth Shoe 
Manufacturing Co., predicts a sharp 
advance in the factory price of women’s 
footwear. The growing strength in the 
leather market, with the resulting in- 
crease in leather prices, has made 
necessary an upward revision in prices, 
which, Mr. Roth thinks, will be in the 
neighborhood of 35 cents per pair. 


William H. Goldman Dead 


St. Louis, Mo.—The shoe industry 
will learn with sorrow of the death of 
William H. Goldman of the Valley 
Shoe Corporation on Dec. 23 at his 
home in St. Louis. Mr. Goldman sold 
shoes in the South for a period of over 
thirty years, and needless to say his 
life was filled with hundreds of treas- 
ured friendships among southern mer- 
chants. Although he was over sixty- 
five years old, he was active up to the 
last. During the past four years he 
had been associated with his brother, 
D. B. Goldman, of the Valley Shoe 
Corporation. His death came rather 
suddenly, being caused by an attack of 
bronchial pneumonia. 
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Bringardner Issue Stock | Trade Leaders 
to Cover Expansion In St. Louis WHERE TO BUY 


LocAN, OHIO, Dec. 31 (UTPS)— — F 
Following a remarkable improvement Are Optimistic M en § Shoes 
in the method of manufacturing —— 
nd the expansion program which is — 
a completed, the Bringardner Shoe =. Se runs ves 
Co. of this city has issued $100,000 ad- | #0nS Was ington Avenue regarding Mak Geatl *, Fi 
ditional stock, which is being subscribed business for 1928. The presidents of akers of entlemen’s Fine 
by leading business men of Logan. The the two largest houses have expressed Footwear Since 1850 
distribution of the additional stock has their opinion in forceful language as to 

the business of the future. Frank Rand, JONATHAN ROBINSON 


the active support of the Logan Cham- : é 
ber of Commerce. The Bringardner president of the International Shoe NortHampTon, Enc. 


Shoe Co. is one of the leading indus- Co., said: . . , Representative: 

tries of Logan and is receiving the ac- There is an improvement in agricul- F. D. Connor, Manchester, N. H. 
tive and wholehearted support of the tural conditions, which is reflected in 
business interests. M. R. Bringardner, | the increased revenue from 1927 crops. 


general manager of the company, re- This is a stabilizing influence. It is 
ports that the expansion program, generally believed that the Federal Re- B 
Loan 











which is now complete, has increased | serve System has eliminated the timid- 
the capacity of the plant to 1500 pairs | ity of capital to a large extent and that 
daily. In addition some remarkable | enterprises are being developed aggres- 50 STYLES IN STOCK 
changes in the methods of producing | sively with faith in their uninterrupted Ready for Delivery on the Det 
shoes have been put into effect which | growth and without the retarding influ- om 
has increased the efficiency of the plant | ence of previous years. With the pro- eg 1 te 
to a large degree. posed reduction in income taxes there 
will be further incentive for invest- 
ments. The situation, therefore, points 
. : : to a successful year during 1928, par- 
Louis Friedheim Returns ticularly for the business that is op- 
New York, N. Y.—Louis Friedheim, erated along lines of sound economy ‘ 
president F. Hecht & Co., Inc., leather | without undue expansion.” Enc 
importers, 10 ee og: nae Per ony John A. Bush, president of Brown ees HAND LASTED 
has just returned to the United States | Shoe Co., says in part: >, 
from an extended tour of the leather “Total shipments of St. Louis shoe Bion F- REYNOLDS Com 
—s oun is ecee annie te manufacturers showed a health he \(OO—————— 
garding conditions in = — mar- magne pone a cee = 
tet andar for the leather business im | TePorting satisfactory earnings. Brown | | STOCK DEPT. 5 
1928. Prices, according to Mr. Fried- : mg ¢ Aetrsete & SNAPPY SNAPPY 
- b bilized shipments, but the increased demand for ACTION! STYLES! 
heim, oo to be stabilized around | oyr shoes has made it necessary for us - an 
— odhei —" ht with hi during the past year greatly to increase —~ o 2 > a 
Mr. Friedheim has brought wi im | our manufacturing capacity by large 
some very interesting Alpina reptile | aqditions to our Salem, Ili.. and Mo- | | THE STETSON SHOE CO., Inc. 
leathers in delicate pastel shades, par- berly, Mo., plants tai South Weymouth, Mass. 
ticularly golden-beige, the new shade “On f itheth Ay ‘ _ , 
that is extremely popular. in Paris. He a that we poy oa an pte 
also predicts that 1928 will be the big- for 1928 at $36,000,000, an increase 


gest reptile venaned year in history. over our 1927 figures of $2,500,000. We WHERE TO BUY 


see — on the business enone < 
1928 that will prevent our accomplish- 

Godman Plant Damaged ing this oy We find Laer mg satis- Shoe Buckles 

faction in the fact that the entire indus- 

LANCASTER, OHIO, Dec. 31 (UTPS)— try in St. Louis has shown expansion, 


A damage of more than $5,000 was : 

caused Dec. 80 in Plant No. 2 of the | Year, and profit during the past | \y ¢___yeEITH———>- 
. C. Godman Co., due to an explosion hig . CUT 

and resultant fire in an pe Fie Pe build- People have learned to dress their E eeeateae | STEEL E 

ing. The plant was working on full | feet well and there is every reason to BEADED 

schedule with 675 employees who were | believe this demand will make for a SHOE BUCKLES 

thrown out of employment for only one | £004 shoe business in 1928. T a. & i. VEITH, IN. TF 

day. The damage to the shoe plant was —I mporters=— 

done by water, when the sprinkler sys- 4 9-11 East 88th, New York H 

tem was operated because of the heat. 


Work was resumed the following day. Unique Style Service 0O000006006060000660000006 
Instituted by Reynolds CUT STEEL 


Entertain Traveling Men Paovmance, BR. L—The Reynolds BEADED-RHINESTONE 
PHILADELPHIA, PA—A luncheon in Company of Providence has instituted “Decidedly Different” 


honor of traveling shoe salesmen was | ® Service to a picked list of manufactur- ER & M 

held here Wednesday, Jan. 11, by the | &7S which is bound to prove very effec- 8 my a 
Philadelphia Shoe Retailers Associa- tive. , . GOOOO4O6664664666666666606 
tio. The affair was staged at Booth- A very attractive folder, bearing on 
by’s and a representative crowd of re- the cover “Ornaments Delight” in beau- 
tailers and traveling men attended. | tiful design, is mailed each month to each 
Among the speakers were George Gar- | manufacturer; slipped into the pocket TriFart & De ALTERUS. 
man, local shoe man and president of | of the folder will be several sheets Importers ond Manufacturers 

the Middle Atlantic Shoe Retailers As- | illustrating new shoe designs with ap- of 

sociation, and Lee Reineberg, of York, | propriate buckles. These designs are CO? OE. neon 
Pa., treasurer of the same association. | original and will portray to the manu- SHOE ORNAMENTS 
Both men spoke about the coming Mid- | facturer just how certain ornaments 101-103 West 37th Street, 
Atlantic convention in Atlantic City, | should enhance the beauty of a partic- New York City 

Jan, 23, 24 and 265. ular style. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., INC. 
40-46 West 25th St., New York City 
New York Office, Room 622, 1328 B,way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


Men’s All Leather House Slippers 
IN sTOCK 
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WHERE TO BUY 
Children’s Shoes 


—_——_ 


“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y, 
Boston Office: Statler Bldg., Room 532 




















WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 


FIXTURES 





George Vollman Joins 
P. J. Monaghan & Co. 


BALTIMORE, Mp.—George R. Voll- 
man, formerly of Vollman & Lawrence, 
Cincinnati shoe manufacturers has be- 
come allied with P. J. Monaghan & 
Company, manufacturers of this city 
and has introduced the L-C-H (longi- 
tudinal cupped heel) pad into the Mon- 
aghan line of welts, which he showed 
in Chicago in conjunction with the 
company’s line of turn shoes. 

In speaking of the introduction of 
this new feature into the line, Mr. 
Vollman said: 

“The L. C. H. pad, made of soft 
leather combinations, was designed so 
that it fills the gap between the foot at 
the arch and the sole, being built on 
top of the regular arch of the shoe 
where it acts as an extra support for 
the longitudinal arch and gently mas- 
sages the foot in the process of walk- 
ing thereby causing correct blood cir- 
culation and tending to prevent cal- 
louses or corns on the outside of the 
toe joints. 

“Our lasts are designed to give 
ample tread for the ball of the foot, 
and being made combinations carry a 
narrow heel widened out at the heel 
seat so as to let the foot set firmly into 
the shoe without squashing out the 
counters. 

“In addition we use a special tem- 
pered spring steel shank of extremely 
light construction yet of sufficient 
strength to withstand a direct pressure 
of 350 pounds.” 


Henry Lohmann Honored 


St. Paut, MINN. (UTPS)—Henry 
G. Lohmann, just elected president of 
C. Gotzian & Co., shoe manufacturers, 
was guest of honor Jan..5 in the Ath- 
letic club at the annual dinner of the 
sales force. For six years Mr. Loh- 
mann has been vice-president and 
treasurer of the company. Before that 
he was with Foot Schulze & Co., St. 
Paul, and Butler Brothers, Minne- 
apolis. 





Enlarging Slipper Factory 


St. Paut, MINN. (UTPS)—Free- 
man-Thompson Shoe Co. will enlarge 
its factory to meet the 100 per cent 
increase of sales of the Masterfelt 
slipper line. The company will dis- 
continue selling rubber footwear to de- 
vote all its time to the production of 
these slippers and distribution of the 
Walton boys and girls shoe line. 





New McAn in Miami 


MiaAMI, FLA. (UTPS)—A new green 
and white Thom McAn store has been 
opened up in Miami. It is located on 
Flagler Street, and is only eleven feet 
wide, with a depth of about four times 
the width. The fittings carry out the 
usual Thom McAn colors, green, white 
and gold, even to the smock worn by 
the salesman. Two deep recessed win- 
dows afford a good display space. Ac- 
cording to the manager, W Korb, 
the store is doing an unusually fine 
business in boys’ shoes and in hosiery. 





Prize for Leather Slogan 


The executive committee of the 
American Leather Producers, Inc., 
after having carefully studied the 26? 
slogans submitted in the contest which 
closed on Sept. 15 last, decided that the 
best one in the list is “It’s Best Because 
It’s Leather,” sent by Flora A. Treste] 
of the United States Leather Selling 
Corporation of Cincinnati. A check for 
$50 has been sent to the winner with 
an explanation that it must be looked 
upon as an award of merit. The com- 
mittee feels that while many of the 
slogans submitted were excellent, none 
stood out so conspicuously as an im- 
provement on the old slogan that it was 
justified in making a final decision at 
this time. 





Schwarz, Ruggles Co. Now 
Operating Rockland Plant 


BrRockToON, Mass.—The Schwarz, 
Ruggles Shoe Co. ‘has purchased the 
equipment and good will of the J. E. 
French Co. of Rockland and has prac- 
tically completed moving its Brockton 
machinery and stock to the French 
plant in Rockland where it will con- 
tinue to produce its own products at 
the same time it turns out the French 
Co. line. 

Cutting will be started almost im- 
mediately on a basis of 60 dozen a day 
and it is hoped this may be increased 
to 75 dozen within a month. At the 
present time the concern employs 
about 125 hands here, and expects to 
have at least 150 in the Rockland shop 
when production is under way there. 

Edward W. Perkins, formerly of the 
French concern, will remain with the 
new owners, and will supervise the 
making and selling of the French line. 
Officers of the new company are Bruno 
E. Schwarz, president; Merton E, Hay- 
ward, vice-president and _ superinten- 
dent, and E. S. Ruggles, clerk and 
sales manager. 





New Toe Plate Co. 


CLEVELAND, OHIO (UTPS) — The 
Travelers Toe & Heel Plate Co. has 
been incorporated with a capital of 
$10,000 to manufacture and distribute 
toe and heel plates of all kinds. Incor- 
porators are Isadore Jaffe, Minnie Jaffe 
and A. L. Glaser. 





Women Elect 


MINNEAPOLIS, MINN. (UTPS)—The 
Ladies Auxiliary of the Northwestern 
Shoe Travelers Association has elected 
officers for 1928 as follows: President, 
Mrs. G. S. Sanders; vice - president, 
Mrs. Henry Nylander; secretary and 
treasurer, Mrs. A. W. Luft 





More Identifications 


Boston, Mass.—One of the notice- 
able features of the recent Shoe Style 
Show in Boston was the number of 
manufacturers who had their shoes 


stamped with the identification mark 
which shows the method that had been 
employed in the making of the shoe. 
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Standard Shoe Co. Resumes 


BROCKTON, Mass.—After a long pe- 
riod of idleness the Standard Shoe Co. 
has resumed operations, manufactur- 
ing a fourth grade welt shoe for men 
for the jobbing trade. Cutting has 
been started and within two weeks it 
is expected production will be on the 
basis of 600 pairs a day. Dr. James 
Alfred, president of the Union Shoe 
Co. here, recently purchased a con- 
trolling interest in the business. 





C. F. Emerson to Head New 
Unit of Conrad Shoe Co. 


BROCKTON, Mass.—With the retire- 
ment of C. F. (Clayt) Emerson, for- 
mer president of the Craig, Reed & 
Emerson Shoe Company, from the firm, 
comes the announcement of the organ- 
ization of a new unit for the manu- 
facture of women’s shoes by the Con- 
rad Shoe Company, with which Mr. 
Emerson has become associated and of 
which he will have direct charge. 

The new unit, entirely independent 
of the Conrad Shoe Company main 
factory on Perkins Avenue, will be lo- 
cated at Pinkham and Montello Streets. 
Mr. Emerson will have full charge of 
the merchandising and disposal of the 
line of women’s shoe, a new departure 
by the Conrad Shoe Company. Ma- 
chinery is being installed and produc- 
tion is expected to begin within the 
next two weeks. From 300 to 350 pairs 
will be manufactured daily at the start. 





A. C. Klein Representing 
Huth & James Company 


MILWAUKEE, Wis.—The Huth & 
James Shoe Mfg. Co., Milwaukee manu- 
facturers of light welts, specializing in 
sport type models announce the ap- 
pointment of A. C. Klein as their repre- 
sentative for Cook County, Illinois. 

For the past eight years “Al” Klein 
has been actively identified with busi- 
ness papers in the shoe field. His con- 
tacts with the retailers have afforded 
him ample opportunity to make many 
friends by interesting himself in their 
welfare and according a cooperation 
unstinted in measure _as it has been 
farsighted in character. In association 
and convention efforts he has been an 
untiring worker with the result that he 
addresses himself to the responsibilities 
of his new position supported by the 
good wishes of numberless members of 
the western trade. 





New Firestone Branch 


MINNEAPOLIS, MINN. (UTPS)—Fire- 
stone Footwear Co. is the name of the 
new factory branch of the Firestone 
Rubber Co. of Hudson, Mass., opened 
at 444 Stinson Boulevard by Western 
Salesmanager H. G. Cressinger of Chi- 
cago, occupying 10,000 square feet in 
the Northwestern Terminal building. 
Among the salesmen appointed, with 
their territories, are: North Dakota, 
L. J. Long; South Dakota, A. K. Kirch- 
ner; N. E, Minnesota, W. E. Doxey; 
N. W. Minnesota, R. J. Reinhardt; 
Twin Cities, J. S. Binder. 








Meyer Bros. Succeed 
Reyem Shoe Company 


BROOKLYN, N. Y.—With firmer finan- 
cial footing assured them, Sam and 
“Manny” Meyer, well known Brooklyn 
manufacturers of young women’s welts, 
are already on the road to wider ac- 
complishment. Following the reorgan- 
ization a few weeks ago, whereby 
Meyer Bros. Shoe Co., Inc., became the 
successor to the old Reyem Shoe Mfg. 
Co., whose plant was located at 210 
Taaffe Place, Brooklyn, plans were 
formulated for a much more compre- 
hensive line and increased production. 

One of the features of the old line 
was a patented shoe for children, called 
the “Muscle Builder.” Many of the 
country’s leading departments and 
stores carried this shoe, both by its 
own and private name. When the old 
Reyem Co., entered the field of women’s 
tailored and sport shoes, the children’s 
specialty shoe.was left to ride on its 
own momentum; but under the new 
policy, and principally due to the in- 
sistence of the trade, an even wider 
line of Muscle Builder Shoes has been 
built, and is now ready. 

Meyer Bros. Shoe Co., Inc., is also 
featuring “Junior League Shoes”; 
fashion welts for the younger set; and 
tailored, as well as sport, welts for 
women. 

It is authoritatively reported that 
the Dr. Posner Shoe Company inter- 
ests have given support to the reorgan- 
ization of the Meyer firm, and that 
they are represented in an executive 
way in the new company. Meyer Bros. 
spring line is being exhibited at the 
Chicago Convention at the Hotel Mor- 
rison, where the Dr. Posner line is dis- 
played throughout the year for the 
benefit of Middle Western buyers. 

Sometime during January, the Meyer 
Bros. plant will be moved from 210 
Taaffe Place, Brooklyn, to more spa- 
cious quarters at Hope Street, Brook- 


lyn. 


Foot Health Shop to 
Open in Atlanta 


ATLANTA, GA. (UTPS)—Space in 
the Peachtree Arcade Building has just 
been leased by the Foot Health Shop, 
Inc., and it is expected that the new 
shoe shop will be ready for business on 
Feb. 1. 

Those in charge of the shop will be 
R. A. Parker, W. R. Freeman and D. 
L. Law. All are experienced shoe men 
and were for a number of years asso- 
ciated with the well known Fred S. 
Stewart Shoe Co. on Whitehall Street 
and Alabama Street. Mr. Parker is a 
foot health specialist and Mr. Free- 
man and Mr. Law have had a wide ex- 
perience in the business, insuring the 
success of the new enterprise. 








Remodel Douglas Store 


BALTIMORE, Mp. (UTPS)—The Balti- 
more branch of the W. L. Douglas Shoe 
Company, located at 123 North Howard 
Street, will be remodeled. A new store 
front will be one of the principal im- 
provements to the building. The im- 
provement is in keeping with the trend 
of local shoe shops to make their ap- 
pearance as inviting as possible, as it is 
regarded as good business to do this. 
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WHERE TO BUY 


Shoe Price Ticket Holders 


a la a nl 








POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 

Small, neat, everlasting. Now used by 

first class shoe stores. Gross $5. Half 

gross $2.75. Check with trial order. 

Refund if unsatisfactory. 

M. D. POLLINGER CO. 

416 Victoria Bldg., St. Louis, Mo. 














WHERE TO BUY 
Ballet Slippers 








BALLET SLIPPERS—IN STOCK 

of the unusual kind 

Bi02 Bik. Kid Hand Turn 
Soft Toe 










Child’s 6 te ti—$1.35 
Misses 11% to 2— 1.40 
Women’s 2' te 8—1.45 
Alse Hard Toes 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. Lith St., Philadelphia, Pa. 


| BALLET SLIPPERS | 


Made om Right and 1 
XN =—T¢ « 











ete Lasts 


No 
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HAND TURNED, BLACK KID 
BALLET SLIPPERS 








Cuthares? i138 
BO . 
Rend for Mail erders prompt- 
Samp ly sttended to 


ROTH & ROSENBERG SHOE CO. 
124 N. 8rd St., Philadelphia 








it 


Rights and Lefts 
Two Grades. 
Wom. Miss. _ Chi. 
$1.50 $1.45 $1.40 
1.25 1.20 861.15 


In 
Stock | 25 W. Monree St 


Chicago, tI. 











Im Steck Black Bal- 
let Slippers ; 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Ohilds’ $1.15 pr. 

BLOG SHOE CO., INC. 
147 Duane &t., 
New York, N. Y. 
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WHERE TO BUY 
Slipper Supplies 


he ee iad 


@ © 


POMPOMS AND ROSETTES 
right merchandise at the right price. 


Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 
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WHERE TO BUY 
Men’s Spats 
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MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for Samples 


LYONS & COMPANY 
122 Duane St. New York City 
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WHERE TO BUY 
Standard Shoe Materials 


Fl a ll 





Strong and Flexible 


ce Counter Board 
Grea) ay oa 


The Sterling Fiber Board Ce. 
Ralew =. 601 Fifth Avenue, 
ew York 


est Virginia 


Recommended for Counters, 
Innersoles and Heel Reinforcers, 
Pulp Products Department 
rginia Pulp& PaperCompany 
: » Chicago 











West 


Vi 
Detroi lew York 








The One 
Waterproof 
Leather That 


Takes and Re 
tains a Polish 


CREESE & COOK CO. 
Tannortes at Danversport, 95 South 8t., Boston, Mass. 























Educational Work Strong 
in Tidewater Assn. 


RICHMOND, VA. (UTPS)—Its edu- 
cational activities, in the direction of 
providing the buying public with a 
more intelligent appreciation of the 
factors to be considered in the buying 
of footwear, constitute an outstanding 
feature of the work of the Tidewater 
Retail Shoe Dealers’ Association of 
Virginia, according to O. L. Bonney, 
president of the association. 

“Our organization was formed about 
two years ago,” according to an ac- 
count of its activities by Mr. Bonney, 
“with the price purpose of fostering 
the interests of the retail shoe trade 
of Tidewater, Virginia. Under this 
organization the leading dealers of this 
section including Norfolk, Portsmouth, 
Suffolk, Newport News and Hampton 
are unified for the advancement of 
their common interests. It is our aim 
to correct trade abuses, and to accom- 
plish this purpose we try particularly 
to awaken the public to the forms 
which these abuses may take.” 

Besides Mr. Bonney the officers of 
the shoe dealers’ association are: James 
E. Babb, of Suffolk, vice-president; 
George W. Wray, of Carter-Wray, 
secretary, and Joseph E. Jones, treas- 
urer. The association holds monthly 
meetings at the stores of its members. 
The next of these is to be held in the 
French Boot Shop, at 336 Granby 
Street, on the evening of the second 
Tuesday in January. 

The local association has become af- 
filiated with the Middle Atlantic Shoe 
Dealers’ Association, with headquarters 
in Philadelphia. A number of the Nor- 
folk dealers plan to attend the four- 
teenth annual convention of the Mid- 
dle Atlantic Association in Atlantic 
City, Jan. 23, 24 and 25. The keynote 
of the Atlantic City meeting, accord- 
ing to Mr. Bonney, is to be “Education, 
Co-operation, Protection, Goodfellow- 
ship, Entertainment.” In addition to 
the members of the association all in 
terested dealers will be welcomed to 
the convention says Mr. Bonney. 





Sachs With Boston Store 


Cuicaco, Inu. (UTPS)—After an 
absence of more than half a dozen years 
Abraham Sachs has returned as buyer 
of footwear to the Boston Store in Chi- 
cago. Mr. Sachs left the Boston Store 
to accept the position of merchandiser 
of footwear for the Bernheimer Bros.’ 
department store, Baltimore, which 
later became the Bernheimer-Leader 
Stores, Inc., and recently was pur- 
— by the May Department Stores 





F. C. Logan Promoted 


CLEVELAND, OHIO (UTPS)—F. C. 
Logan was recently appointed manager 
of the Forsythe Shoe Corp. store, 
Cleveland, Ohio, in place of E. A. 
Scheiderlein, who left to take a posi- 
tion with The May Co. at Baltimore, 
Md. Mr. Logan was formerly assis- 
tant manager of the Cleveland store 
under Scheiderlein for one year and 
prior to that was assistant manager 
= — Forsythe store at Columbus, 

0. 
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WHERE TO BUY 


Women’s Novelties 


6 hhh A EP Py 





we'll tell you how 
to get it. 
Samuel Cohen 
hoe Co. 
72 Lincoln St., 
Boston, Mass. 











Latest Styles at 
Popular Prices 

2 in Stock, 
143 ST.-NEW YORK 














“Ken”? Chisholm Passes 


[CONTINUED FROM PAGE 58] 


iarly known among his associates, 
gained the respect and admiration of 
his employees because of his gene- 
rosity and liberality. In the World 
War he served on the War Industries 
Board. 

Chisholm was prominent in fraternal, 
religious and business groups and was 
a member of the Union, Cleveland, 
Athletic, Mayfield and Hermit clubs, 
Chamber of Commerce, Rotary Club 
and the Masons. He was a member 
also of Windermere M. E. Church. 

He is survived by his wife, Mrs. 
Laura Ford Chisholm; his_ brother, 
Henry Melvin Chisholm; Miss Mary 
Chisholm of Winter Park, Fla., and 
Mrs. Anne Chesbro, St. Louis, sisters. 





Benton Issues Personal 
Invitations to Meeting 


MINNEAPOLIS, MINN. (UTPS)— 
President O. J. Benton of the North- 
western Shoe Retailers association has 
issued a personal invitation to the an- 
nual convention March 12-14 in the 
Hotel Nicollet, Minneapolis. “As a re- 
tailer in a comparatively small town, 
and as president of the association this 
year,” he writes, “I invite and urge 
each one to come and enjoy in your 
own business the advantages which 
convention attendance have Soousht to 
me in mine. It’s a sort of a cafeteria 
type of meeting in which each pays for 
just what he takes off the convention 
counter and no more. 

“One of the fastest selling, best turn- 
ing and most profitable lines I have in 
my store is one I bought first at a 
convention of our association three or 
four years ago. Had I not been at the 
convention the extra profits they have 
brought me would not have existed. 
We know you will find the atmosphere 
congenial and the educational oppor- 
tunities even more pronounced than ! 
have indicated. Some of the ideas | 
have picked up at conventions of our 
association have been worth hundreds 
of dollars to me.” 
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Colorful Day and Electric-Night 
Display to Make Your Location 
a Remembered One 





Every minute of the day this strikingly beautiful advertising 
stands out and up where passing traffic—pedestrian and auto— 
must see and read it. 


All the evening hours its bright electric words shine out to 
be surely noticed and clearly read from blocks both up and 
down the street. 


This indelible eye appeal soon becomes a fixed mind impres- 
sion so that people think of YOU when they think of shoes. 
With a Flexlume you can attract people for about one-fifth the 
cost of the next cheapest form of advertising. Let us submit, 
without obligation, the facts and a color sketch of a Flexlume 
to fit your particular needs—write the Flexlume Corporation, 
1730 Military Road, Buffalo, N. Y. 


Oakland, Calif., 
and 
Toronto, Can. 


Flexlume Sales and Service—All Chief Cities 
Factories also 
at Detroit, 


FLEXLUME 


ELECTRIC DISPLAYS 
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BEST-EVER 
SLIPPERS 
for 1928 


will be shown in 
ATLANTIC CITY 
Jan. 23d to 25th incl. 
Hotel Ambassador 
Room 369 


Mr. H. Rosenheim 
Mr. J. H. Connell 





BEST-LVER 
SLIPPERUC. IM 
75 FRONT ST, BRGOKLYN N Y 


New lork Ollce hoom 643 Narbridlye bey 








Cannot catch 
the hosiery with 





‘“HUBTIP”’ 


“No Metal Tip” Shoe Laces 


Strong —Serviceable—Good 
Looking and Good Wearing 


“Hubtips” from “Tip to Tip” are made 
of high grade braid. To Tin Tags to 
catch fingers—hosiery or pull off. 
Laces are kept clean and neat in find- 
ings case. Each pair “Hubtips” come 
in individual carton, 72 cartons in gross 
cabinet, Tan, Brown and Black. 


READY SELLER FOR QUALIT Y— 


‘“HUBTIPS” 


Manufacturers 
FRANK W. WHITCHER CO., BOSTON, MASS. 
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ALL DISPLAY SPACE 
Five dollars 





Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mas, on ‘ 
Monday of the week of publication in order that advertisements be published same week. = 
Otherwise insertion will be put over to the following week’s issue. ; 


4c per word. Minimum Charge 75c. twelve words must be allowed for address. When od. 
ee oe each word of their address must be counted in the ed- 
Ze per word. Minimum Charge $1.25 
per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 





When advertisers desire answers to come in our 





vertisers desire replies forwarded direct to their address 
the 





vertisement and paid for accordingly. 
Payment in advance is required, except when regular 










































SALESMEN WANTED 











SALESMEN WANTED SALESMEN WANTED 














SALESMEN WANTED: 


JUST GOOD SALESMEN BY 
BROOKLYN MANUFACTURER 
FOR PRACTICAL POPULAR 
PRICED LINE OF SOFT SOLE 
HOUSE SLIPPERS FOR JOBBER 
AND BETTER RETAILER. COM- 
MISSION BASIS. ALL TERRI- 
TORIES OPEN WEST OF PENN- 
SYLVANIA. SUBMIT ONE GOOD 
REFERENCE. NO OBJECTION 
TO NON-CONFLICTING LINES. 
ADDRESS D-262, CARE BOOT 
AND SHOE RECORDER, 239 
WEST 39th STREET, NEW YORK. 








Salesmen 






Several territories still open for high grade salesmen calling 
on reliable merchants with a high grade line of 100% Good- 
year Welt juvenile shoes for a popular brand. Only pro- 
ducers with a record are wanted. 












Cedar Grove Shoe Mfg. Co., Cedar Grove, Wis. 
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WANT SALESMEN 


To carry our line exclusively 
in the following territories: 
New England, New York State, 
Arizona, New Mexico, Michigan. 
First letter territory covered in 
detail; amount of shipments 
1926 and 1927. 

Ramsey’s “They Cannot Rip” 

347 Rider Avenue 
New York City, N. Y. 



















a : . A GOLDEN OPPORTUNITY 
Real live wire shoe salesmen with FOR LIVE WIRE MEN 
established trade in the following “THE HOUSE OF WINNERS” 
Soe iuilaen, tote iim, Er dF wiakat savers 

’ i v ¢ TELT\ 
Mississippi, Ohio, North Dakota, SHOES IN — reg AT 
Ss . f $2.85 AND $3.35, HAS THE FOl- 
outh Dakota, Texas. Complete OWING TERRITORY OPEN, ILLI- 
line of women’s medium price, real NoIs, IOWA, INDIANA : 
hot novelties. all instock. Refer- TUCKY, TENNESSEE, MISSOU in L 
” Pc WEST ‘TEXAS. NEBRASKA, MIS. 
ences must accompany applications. SISSIPPIY STRAIGHT COMMIS. 
ne Cn Soe Sanne REFERENCES AND OTHER INFOR. 
- J OR. 

qpeortent for as - MATION IN FIRST LETTER. 

Pub. Co. 207 South $ OUR SPRING LINE IS READY 
corder treet, SCISSORS MARKS SHOE CO., Inc. 
Boston, Mass. 1327 Washington Avenue 

St. Louis, Missouri 























WANTED— Experi perienced salesmen to sell high 
grade Children’s and Misses’ Turn shoes. 
D-218, care of Boot and Shoe Recorder, 


Address 
207 South St., Boston, Mass. 





MANUFACTURERS’ AGENTS wanted, 
representation for complete line of 


sales 
hoe 
Racks ¢ and Parts. Write for Catalogue. Good 
commissions. Address John S. Hoffmire Co. 
Auburn, N. Y. 





SIDE Line for shoe salesmen, beautiful sam- 
ples, selling at sight. Liberal commission. 
Re-orders protected. State references. Advise 
territory. Select oe Corp., 1328 Broadway, 
New York City, N. Y. 





HE Morris Shoe Co. have an opening for 
two experienced salesmen for New Jerse 
and New York territories to sell their quic 
moving line of children’s shoes. 153 Duane St., 
New York, N. Y. 





ALESMAN wanted on commission. basis, to 
carry a line of men’s moccasins work shoes, 
men’s dress welts, and men’s police shoes, to 
retail for $3.00, $4.00 and $5.00, in stock. 
Also a‘line of infants’, children’s, misses’ 
growing girls’ shoes at pope, prices. Refer- 
ences required. Address D-257, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


and 











RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: Texas, Iowa, 





The Boardman Shoe Company 






Se | p- B a Nebraska, Kansas, Missouri, Ohio, New York, 
established oa = ae esac Bho Indiana and Kentucky. Want men to carry 
Peta cain ie ateth ¢ ht our line of In-Stock leather house slippers as 

and stap n » on straig side line. Must live on territory and cover 
commission. Give full details and refer- same close by auto. Give full particulars in 
ences in first letter. Address 564, first letter. No drawing account. Weekly 
Atlantic Ave., Boston, Mass. settlements against orders received. Twenty 











men now successfully selling line. Easiest 
selling commodity in shoe game today. Maid- 
Rite Corp. (Manufacturers) 35 York treet, 
SALESMAN WANTED: To carry men’s line Brooklyn, New York. 
in conjunction with another line, twenty-six 
numbers in stock, imported and domestic calf 
skin, English calf lined, $3. 50, kips $3.00. 
Discount 4%, otra fw gy 6%. Two 
territories open: (1 ‘olorado. ansas, Ne- 
braska, (2) Tennessee and Alabama. Write P OSITION WANTED 
giving full details including references. Ad- 
dress D-265, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. POSITION WANTED—For the past twenty: 
five years I have been connected with a well 
known wholesale shoe house now liquidating. 
Qualified as an expert on _ stock, inventories, 











































EXPERIENCED shoe salesmen wanted to the adjustments, buying or merchandise supervision. 
retail trade for New York City and Long a in the shoe business = ee me. 
Island territory. Address D-267. care Boot and personal interview would ae 
ecorder, 





Shoe Recorder, 239 W. 39th St., New York, Addvene D-259, care Boot and Shoe 
N. Y. 207 South St., Boston, Mass. 
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FOR SALE FOR SALE WANTED TO PURCHASE 


FOR SALE CASH PAID 


BY MANUFACTURER RETIRING FROM BUSINESS, 3 LEASED SHOE 

DEPARTMENTS HANDLING MEDIUM GRADE MEN’S SHOES DOING A 

GOOD VOLUME OF BUSINESS. 

LOCATIONS ARE OF THE VERY BEST AND FAVORABLE LEASES WHICH 

CAN BE TAKEN OVER, 

Address D-264, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 623-624 Broadway, New York, N. ¥. 
Phone Spring 1448 



































POSITION WANTED LINE WANTED HIGHEST CASH PRICES PAID 
LINE wanted for Detroit, Michigan, by a entire shoe stocks. We also buy 
thoroughly experienced shoe man. _ Either pe aoe ame, Qaaey © ae. 
ladies’, men’s or er ora _ of buckles. lends. Wire or phone us. Corre 
“14: State prices and numbers carried in stock. confiden Established 1890. 
Style Building SHOE BUYER Address D-258, care Boot and Shoe Recorder, cata: anseua i 
207 South St., Boston, Mass. 
436 Grand Street, New York City 
also 


with executive ability desires posi- 
a . . INE WANTED — Short, snappy, popular purchase clothing, hats, —_ 
tion in city of 200,000 or over. priced line of women’s shoes—In stock— ote. Dry Dock 085: 


Expert merchandiser with fifteen for all or part of Ohio. Twenty successful 
years’ experience with large insti- ears in territory selling same women’s line. 


: - * wo years since resigned to enter the retail 
tutions. A-1 shoe man and busi game. Will give full time to good line. Have 


ness getter. Best of references. automobile. Address No. 10 So. Garden St., 
Want to hear from live stores or Norwalk, Ohio. Sell Us Your Left Over 


chain stores that are looking for ee : 

: : XPERIENCED salesman wants line of New Yorx Export Purcuasinc Coar. 
a man with progressive methods. Women’s Medium priced novelties. Terri- Broad N. Y. Ci 
Address D-246, care Boot & Shoe i gpa Ry i Carolina Cy close 596 Broadway, N. Y. City 

reet . by auto. est of reference. oul prefer 

Recorder, 207 South St » Bos communication from Boston House—expect to Or Entire Stock for Cash 
ton, Mass. be in Boston January. Address Box 707, 
Hickory, North Carolina. 


" ne 7 MERCHANT NEEDS 
itd Sar a on yy MERCHANT NEEDS 


Street. A-1 references. My experience covers 
every branch of the retail - Me Ad Goad Gente Beunt so 

































































game. dress °° ° 
D-243, care Boot and Shoe Recorder, 189 West Advertising Pencils 
Madison Street, Chicago, Ill. Round Nickel Tipped 


OSITION WANTED — Successful _buyer- Assorted 250 500 1,000 Sample on 
manager now employed, no trouble, eighteen Colors $10.00 $17.50 $30.00 Request 


years best southern trade, desires connection 

with broader field, only high grade proposition po. _ FOLLIS 
considered. Successful merchandising plan, vertising Service 
can train and get results from men. Most of 159 N. State St., Chicago 
experience in city of (200,000) two hundred 
thousand. Married, thirty-eight years old, pre- 
fer southern territory. Address D-263, care 

Boot and Shoe Recorder, 207 South St., Bos- Milbradt 


ton, Mass. 


POSITION wanted as manager or salesman | coal L dd 

in retail shoe department or store in New A GH Gas. a ers 
England. Now employed. Wish to make change. F 
Fifteen years’ experience. Good references. . ; » | 

Address D-261, care Boot and Shoe Recorder, ~ _ & | Made for 40 years 
207 South St., Boston, Mass. " “=| by the original in- 


POSITION WANTED—Young ae with : ventors. 

years’ experience covering the state o ~ 

New Jersey and New York, is desirous of : i Made in all styles 
obtaining a high grade line of high grade chil- =a to suit any shelving 
dren’s shoes or popular priced ladies’ novelties. : So condition. 

Address D-260, care Boot and Shoe Recorder, - > 
207 South St., Boston, Mass. ; =i Get our price before 


TYLEMAN, | designer-creator, experienced —_— 8 @ your order 
pattern-cutter on ladies’ footwear, high grade - . ™ 
man of ability and peotuins capacity seeks - A Milbradt 
new connection; capable quality man, best of a 
references. Salary moderate until ability and meee Manufacturing Co. 
results are proven. Address D-266, care of 
Boot and Shoe Recorder, 207 South St., Bos- 2416 No. 10th Street 


ton, Mass. ST. LOUIS, MO. 
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HELP WANTED 








WANTED —Dateint tem sans, man bee sg 
© supervise etal ain tore tocks. 

Experienced P: 1 idered. H. M. & R. —_—— 

seat se i Aa in) | eee FN =) 
The DISTINCTIVE arid 
LINE WANTED PERMANENT MARK 


ALESMAN of women's shoes with « follow. ¥ — E.H.KLUGE 








DISPLAY FIXTURE 





aarket, - AM ey of aay rm 

cKays. nm the out a VW A 

30 case factory. Will consider only those lines = YING or oF 

which offer first class competitive value. Can - z zc THO . 

fe, Suite, Gta cae kerk, Se mR ie eedinin toa 
’ f>?r) ne = 

South Se care none WISCONSIN &I30 
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MERCHANT NEEDS 





tm OSCAR ONKEN co 


Display Fixtures of Quality 
IN WOOD ONLY, BUT IN MANY PERIODS 4 


Your Winpbow Trims 


ONKEN 


We eatalog complete sets for Shoes, Women's 
Wear, Clothing, Furnishi in price 
from $25.60 to $85.00 per set, with which 
effective results ean be had as ill 
for immediate shipment and season’s 
Of interest to the Display Man 


Ask For Specia, Boox B-11 
SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 
Lt) 


One of the Two Best Lines Made 


CINCINNATI, O. 











PRIMROSE BUCKLE DEVICE 
Holds Better—Costs Less—Safer 





SAMPLES GLADLY FURNISHED 


Primrose Novelty Corp. 


Room 332, Bible House, 
New York City 








QSTABLISHED 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


v 
3°27) LEXINGTON AVE, URCDKAYDA, we 


AMERICA’S GREATEST 
SHOE CARTON & LABEL MPCS 


Good Business Booked 
During Boston Show Week 


Boston, Mass.—Shoe manufacturers 
and wholesalers, as well as manufac- 
turers of allied products, generally re- 
port that they are well pleased with 
the business booked during Boston 
Shoe Show Week. One New England 
maker of women’s shoes said that in 
the first two days of The Hotel Statler 
Show, he sold 60,000 pairs. Another 
manufacturer, located in the Old Colony 
District, making men’s shoes for both 
retail and case lot buyers, said that 
orders came in in sufficient volume the 
first day of the Statler Show to furth- 
er strengthen his belief that there is a 
big swing back of trade to its birth- 
place—New England. He said that he 
believed the shoe business of this sec- 
tion will experience a prosperous 1928. 
A composition sole man reported that 
he had not only opened a number of 
new accounts, but had received many 
re-orders, one order alone on the last 
day of the show amounting to 100,000 
pairs. 


Travelers Hold Snappy 
Convention 
[CONTINUED FROM PAGE 63] 


was overridden and returned to the na- 
tional treasurership for the coming 
year. 

The convention city was not chosen, 
but the decision left to the action of 
the Board of Governors. 


Tribute to Joe Byrne 


Learning that Joseph P. Byrne, for- 
mer national president, was ill at his 
home in Rochester, President Morrill 
appointed a special committee which 
drafted the following message dis- 
patched by telegraph to Mr. Byrne: 

“Your absence is greatly regretted. 
We know you are with us in mind and 
spirit as in years gone by. In con- 
vention assembled, we send you our 
heartfelt love and affection and wish 
you health and happiness.” 
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933 ARCH ST. 
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The CAHILL CARTON 
THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 


HARRISBURG, Pa. 


HARRISBURG, PA. 
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When You come to New York @ 
Look us up! 


Our style pickers are continually creating quick 
We operate on a large scale and 
work on “low overhead”; consequently, our lines 
represent superior quality and styles to retail at 
these prices. To get in touch with us means addi- 
tional profits to you. 


Lazarus Fried & Sons, Inc. 


120 DUANE STREET 


selling models. 





NEW YORK CITY @ 














yd 
Greeley’s Boudoirs are the re- 
sult of specialization and con- 
centration to get QUALITY at 
a price to please the consumer. 
So far every month this year 
\. is larger than the same month 
A last year. “The proof of the 
. pudding is in the eating.” 
Black or colors. Leather 
or rubber heels. Black 
kid with rubber heels 

only. 


Deliveries At Once 





A. W. GREELEY 


12 Duncan Street - Haverhill, Mass. ToT 








RAYON SILK TASSEL LACES 


The fact that we make our Rayon 
Silk Laces enables us to render Ser- 
vice which we believe to be un- 
equaled. 

The further fact that we use only 
the very Highest Grade Braid in 
the manufacture of these laces is 
assurance that the Quality is Un- 
excelled. 

We carry a Complete Range of Colors on the Floor. Also Plaid 
Effects. 


No. 103—5/16 inch Tubular. 
No. 107—% inch Wide Fiat. 
Doz. Pr. 
BD BOER cc cceccves $ .75 
85 
27 inch .90 


LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave., ST. LOUIS, MO. 

















“How Shoes Are Made” 


Edition All Sold 


This little booklet describing the various processes 
by which shoes are made has proven so popular 
that the edition is exhausted and we do not plan 
at present to print a new edition. Still on hand, 
however, are a number of copies of the 


“Shoe and Leather 
Lexicon” 


an authoritative dictionary of terms used in the 
shoe and leather trade. The price of the lexicon 


50 Cents 


(Cash with order) 


Boot and Shoe Recorder Publishing Co. 
207 South St. Boston, Mass. 
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30 Lines — Men's House 
Slippers. Always in_ stock. 
Price Range $2.25 to $4.25. 
No. 447 — Tan Kid Opera. 
BUD ccccoccccccccccccss $2.35 


Wide tits TUTTE TT 


























NO, WILLIAM! 


SADDENING AGENTS are not those eggs who pull door bells 
out by the roots and thus ruin the good wife's entire day. 

In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “Addition of substances during dyeing to produce duller 
shades.” 

Just one of the hundreds of bits of information in this 
valuable book which a smart salesman can casually slip to the 
customer—increasing the latter’s confidence in his ability to 
sell the right shoes. 


This Sales-Making Tome 
Costs Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
207 South Street, Besten 
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Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHOE ReEcorDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 
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BOX TOE 














Shoes VS. Romance 


ROM time immemorial shoes and weddings have been as- enameeeeween, Teematnenindde 


In Colonial days, bridal shoes of 
buff silk, embroidered with flow- 


sociated in popular romance. The custom of throwing an must have white satin pumps for 
the ceremony, and a complete 


old shoe after the bride is still observed. In Anglo-Saxon shoe wardrobe for her honey- 
; — or moon trousseau. Since she must 
weddings the shoe was as indispensable as the ring is with us Roandianiiias Mies dines death 


today. During the ceremony, the bride passed her shoe to the be equipped with Celastic— 
bridegroom, who gently tapped the maiden on the head with ‘Ths Qeaiiey Box Toe. 


it to signify his future authority. 
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